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AETNA LIFE INSURANCE COMPANY 


MORGAN B. BRAINARD, PRESIDENT HARTFORD, CONNECTICUT 


88th Annual Statement, December 31, 1937 


CAPITAL STOCK $15,000,000 


ASSETS 


CasH ON HAND AND IN BANKS 

REAL ESTATE (INCLUDING HOME OFFICE BUILDING) 

MORTGAGE LOANS 

*BONDS AND STOCKS 

LOANS SECURED BY POLICIES OF THIS COMPANY 

PREMIUMS IN COURSE OF COLLECTION AND DEFERRED 
PREMIUMS 

INTEREST DUE AND ACCRUED 

MISCELLANEOUS ASSETS 


TOTAL ADMITTED ASSETS 


LIABILITIES 


RESERVE UNDER POLICY CONTRACTS 

PREMIUM RESERVE, ACCIDENT AND LIABILITY DEPARTMENT 

RESERVE FOR CLAIMS AWAITING PROOF AND NOT YET DUE 

RESERVE FOR LIABILITY AND WORKMEN’S COMPENSATION 
CLAIMS 

RESERVE FOR DIVIDENDS PAYABLE TO POLICYHOLDERS 

PREMIUMS PAID IN ADVANCE AND OTHER LIABILITIES TO 
POLICYHOLDERS 


TOTAL LIABILITY UNDER POLICY CONTRACTS 
RESERVE FOR TAXES NOT YET DUE 
MISCELLANEOUS LIABILITIES 

CONTINGENCY RESERVE 


TOTAL LIABILITIES 

SURPLUS TO POLICYHOLDERS: 
CAPITAL $15,000,000.00 
SuRPLUS 18,326,606.86 


$ 18,386,784.18 
38,011,810.67 
59,484,524.91 
367 ,860,593.65 
70,284,678.52 


16,757,263.98 
6,433,405.66 
$3,269.29 


$577,272,330.86 


$491,449,250.55 
6,655,795.09 
11,116,615.44 


12,532,000.03 
6,902,742.66 


_ 6,693,493.15 
$535,349,896.92 
3,568,308.90 
3,027,518.18 
_2,000,000.00 


$543,945,724.00 


33,326,606.86 





ToTAL 


$577,272,330.86 





* Bonds not in default ave carried at amortized values; bonds in default and stocks are carried 
at market values except stocks of affiliated companies which are carried at their own book value. 
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During the year 1937 the Com- 
pany paid to policyholders and 
beneficiaries $191,000,000, bring- 
ing the total of such payments 









for the past ten years to over two 
billion dollars... New insurance 
issued, $477,000,000, an increase 
of $26,000,000 over 1936... 


NEW YORK LIFE INSURANCE COMPANY 


A Mutual Company Founded April 12, 1845. . 


THOMAS A. BUCKNER, Chairman of the Board 
A BRIEF DIGEST OF THE 93rd ANNUAL STATEMENT, DECEMBER 3\i1st, 1937 


. Incorporated in the State of New York . . . 51 Madison Avenue, New York, N. Y. 


ALFRED L. AIKEN, President 


Insurance in force, $6,770,000,000, 
a gain of $109,000,000... Included 
in liabilities is a Special Invest- 
ment Reserve of $40,000,000, 
and a Reserve of $39,900,000 


for dividends to policyholders in 
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1938 . . . Surplus for general con- 
tingencies, $124,000,000. 








ASSETS 


Cash on Hand, or in Bank.................. 


United States Government, direct, or fully 
MSROARTNOOTE BING ios 5 ig aa 0 8 oe Re ee 


State, County and Municipal Bonds........ 





SEIUERILTRINONED So's 6 se os aus Wa tie ee o-e hae 


TE Be esr grit ary eer eae 
Preferred and Guaranteed Stocks........... 
Real Estate Owned (Including Home Office)... ... 


First Mortgage Loans on Real Estate (Including 
$2,265,334.31 foreclosed liens subject to redemption) 


SE ND Sos creak head Se emote co Seine abel 
ST RO 86553 cis iss bins EBs Sa eels Coe 


NATHANIEL F. AYER 
ARTHUR A. BALLANTINE 


$64,231,858.43 


512,300,999.54 
254,845,789.65 
59,771,724.10 


576,334,340.82 
81,644,201.00 
140,089,034.62 


414,284,562.41 
355,265,818.60 
61,581,887.19 





$2,520,350,216.36 


ALFRED L. AIKEN THOMAS A. BUCKNER 
President Chairman of the Board 

JAMES ROWLAND ANGELL 
Educational Counsellor of NICHOLAS MURRAY BUTLER 
National Broadcasting Company President, Columbia University 


Treasurer, Cabot Mfg. Co. (Textiles) CHARLES A. CANNON 
President, Cannon Mills Co. 


Lawyer, Root, Clark, Buckner & GEORGE B. CORTELYOU 


Ballantine Former Secretary of the 
: CORNELIUS N. BLISS Treasury of the United States 
y: Retired Financier 
HENRY BRUERE aaa 
President, Bowery Savings Bank Rilston-Purina Co. 
MORTIMER N. BUCKNER 
Chairman of the Board, ROBERT E. DOWLING 
The New York Trust Co. President, City Investing Co. 








LIABILITIES 





Insurance and Annuity Reserve............. $2,063,058,950.00 - 
Present Value of Future Instalment Pay- 

SUPE Ss Seder site CRG As tile HO Rive 112,255,214.65 
Dividends Left with the Company at Interest 107,197,578.67 
Other Policy Liabilities. ....2..............0%- 14,915,390.91 
Premiums, Interest and Rents Prepaid...... 11,072,545.41 
Miscellaneous Liabilities.................... 2,850,269.51 
Special Investment Reserve ................. 40,000,000.00 
PROUOIUE SOE TANG 60.6 ooo ooo oiss- dk chen ciee 68 be 4,972,037.23 
Reserve for Dividends payable to Policy- 

CE LSC! RMS ERICA oR AN Sarl a 39,989,051.00 
Surplus funds reserved for general con- 

RUMNONO RS 2 Fr, oo inne Pa sien welelolae 124,039,178.98 

ii | (i) 0 VAIN le ara a De nae bm $2,520,350,216.36 


As prescribed by the State of New York, bonds eligible for amortization are carried at their amortized values. Other bonds and guaranteed and preferred stocks are carried 
at market values as furnished by the National Association of Insurance Commissioners. $36,984,088.90 of securities, included above, are deposited as required by law. 


BOARD OF DIRECTORS 


JAMES G. HARBORD GERRISH H. MILLIKEN 

Chairman of the Board, President, 

Radio Corporation of America Deering, Milliken & Co. 
CHARLES D. HILLES 

Resident Manager for New York State, EDWARD L.. RE ERG, Jr. 

Employers’ Liability Assurance Corp. Inland Stes! Company 
HALE HOLDEN . 

Chairman, Southern Pacific Co. —, E. SMITH 
HERBERT HOOVER Empire State, Inc. 


Former President of the United States J. BARSTOW SMULL 


PERCY H. JOHNSTON Vice-President, 
Chairman of the Board, J. H. Winchester & Co., Inc. 


Chemical Bank & Trust Co. 
PERCY S. STRAUS 
WILLARD V. KING President, 
Retired Banker R. H. Macy & Co., Inc. 


—_ 





























THE gg reer UNDERWRITER Life Insurance Edition. 





Iil., hue act of Marck 


Published weekly by The National bag Nee ge A Com- 
per ° ffice of —, 175 W. Jackson Blvd., Chicago. Ill. Forty-second year. No. 11. 
per year, cents as’ copy. Entered as second class matter, June 9, 1900, at the post office at Chleand 


Friday, March 18, 1938. 
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Bill Cutting Loan 
Interest Passed 
inN. Y. Assembly 


Maximum of 4.8 Percent 
Set for Policy Loans—Gov- 
emor’s Signature Expected 





ALBANY, N. Y.—The New York 

state senate and assembly passed the 
bill limiting policy loan interest to 4.8 
percent in advance and it undoubtedly 
will be signed by Governor Lehman, in 
view of his attitude toward life insur- 
ance. Such proposals have frequently 
been made in various states, but this is 
the first time, at least in recent years, 
when a limit below 6 percent has been 
voted on both legislative houses in New 
York state. 


Though the law could apply only to 
isurance issued after the measure’s ef- 
fective date, the fact that approximately 
85 percent of the country’s business is 
done by companies domiciled or licensed 
in New York would make the effects 
of the law far-reaching. 


Company Officials Oppose 


Juvenile Limitation 





Strong opposition of life insurance in- 
terests developed at a legislative hear- 
ing in Albany, N. Y., to the O’Brien bill 
to forbid issuing a policy without con- 
sent of the insured. This would strike 
at juvenile life insurance, there being a 
limitation of $300 in the bill for children 
under age 11, 

C. G. Taylor, vice-president Metro- 
politan, and W. M. Strong, associate ac- 
tuary Mutual Life of. New York pre- 
_— their views. Senator O’Brien ex- 
ap. an amendment had been made 
hong an institution of learning to 
of on to insure students against loss 
ic incurred by sickness or in- 


a stator objected to the general 
mi of the bill and wanted it put over 
tittee ‘hn year and studied by the com- 
ge es the new insurance code 
it would even with the bill amended so 
mediated take effect Jan. 1 instead of im- 
to ind y, there was not sufficient notice 
a cag companies to change their 
; ce _He pointed out that while the 
department” Proposed by the insurance 
report called eeetintendent Pink in his 
raternate ed attention to Possibilities of 
ance. Whiting more juvenile insur- 


Opposes Arbitrary Limit 


Mr, Taylor a i i 
3 r agreed with the idea ap- 
spn tind the bill that children in 
said tid ould not be overinsured, but 
trary wa id not believe fixing an arbi- 
problem ximum of $300 would solve the 
Practice € said it is his company’s 
vio Not to insure children beyond a 
head of ad wom Premium unless the 
insurance € family carries at least $500 
€ on his own life. It is difficult 
(CONTINUED ON PAGE 30) 





RICHMOND, VA—The mid-year 
meeting here of the National Council of 
the National Association of Life Under- 
writers followed a new pattern. 

In the past, the day has been con- 
sumed with complete reports from the 
various committees and with messages 
from the officers. At Richmond, how- 
ever, just a few of the committee chair- 
men reported to the National Council 
meeting and these were extremely brief 
and pointed. The fuil reports were made 
at the meeting of the trustees the pre- 
vious day and they are being made 
available in printed form, 

A good deal of the National Council 
meeting consisted of a conference on 
local association problems, with several 
leaders being designated to handle vari- 
ous phases. It turned out that the great- 
est interest was displayed in the period 
conducted by National Treasurer Rob- 
ert L. Jones on, the matter of budget and 
finance. 


Douglas Heads Nominators 


In the balloting to select the five 
members of the nominating committee 
for the Houston national convention in 
September, O. D. Douglas, Lincoln Na- 
tional San Antonio, received the highest 
number of votes and thus became the 
chairman. The other members are Karl 
E. Madden, Penn Mutual, Davenport, 
Ia.; Lyman E. King, New England Mu- 
tual, Topeka; Fred Zweifel, Equitable of 
Iowa, Toledo, and J. C. Hardin, Kansas 
City Life, Roanoke, Va. 

President O. Sam Cummings made 
the ruling that invitations might not be 
presented to the National Council at 
Richmond either for the 1939 mid-year 
or annual meetings. In the past, some- 
times an hour or so has been consumed 
in listening to these invitations. There 
was a large delegation from St. Louis, 
headed by George L. Dyer, Sr., Colum- 
bian National, on hand to arouse senti- 
ment in favor of holding the 1939 an- 
nual convention in that city. They hung 
up banners and pinned buttons upon the 
lapels of the delegates. It appears now 
that there will be no competition for 
the 1939 meeting and that it will go 
to St. Louis. The hotels in Atlantic 
City have submitted an invitation, but 
it is not being given consideration. 


Cleveland Wants Mid-Year 


. G. Wischmeyer, John Hancock 
Mutual, Cleveland, arose to ask whether 
he might submit an invitation for the 
1939 mid-year meeting, but Mr. Cum- 
mings ruled that he might not. Mr. 
Cummings said that other cities have 
submitted bids for the mid-year meeting. 

The day prior to the National Coun- 
cil meeting, there was a local sales con- 
gress attended by nearly 500 and ad- 
dressed by several of the national lead- 
ers. That evening there was a gay 
banquet and dance at which Neil D. 
Sills of the Sun Life, Richmond, pre- 
sided. He served as national president 
25 years ago. The principal talk at 
that time was given by Commissioner 
Bowles of Virginia. Others who spoke 








National Mid-Year Meet 
Followed New Pattern 


By LEVERING CARTWRIGHT 


briefly were Thomas Oslund, chairman 
Virginia Corporation Commission; 
President Cummings; Holgar Johnson, 
Penn Mutual, Pittsburgh, national vice- 
president; Robert L. Jones, New York, 
national treasurer; C. J. Zimmerman, 
Connecticut Mutual, Chicago, national 
secretary; T. M. Riehle, Equitable So- 
ciety, New York, past national president, 
and Roger B. Hull, managing director. 


General Agents Had Meet 


Phil B. Hobbs, Equitable Society, Chi- 
cago, conducted a meeting for the mem- 
bers of the committee of the general 
agents and managers section, of which 
he is chairman, and there was a meeting 
on the operation of state associations 
that was conducted by O. D. Douglas. 
About 15 state presidents were on hand. 

One of the recommendations in the 
address of Mr. Cummings and in the re- 
port of Mr. Hull was that a central 
agency be established by the companies 
to disseminate constructive information 
concerning life insurance and the field 
force. These recommendations were 
presented with a good deal of force. 
Those two leaders were obviously dis- 
turbed by the savings bank life insurance 
proposal in New York and the New 
York “World-Telegram” series of at- 
tacks upon industrial insurance. 

C. J. Zimmerman in reporting to the 
trustees as chairman of a special com- 
mittee on fraternal association members 
recommended that the proposal to admit 
to membership representatives of fra- 
ternal societies be rejected. 


Plans for Houston Rally 


Inasmuch as the mid-year meeting 
was held about six or seven weeks earlier 
than usual, report on plans for the an- 
nual convention had to be somewhat ab- 
ibreviated. However, Isadore Samuels, 
New England Mutual, Denver, was able 

(CONTINUED ON PAGE 14) 








Ranking by Insurance in 
Force Table Reprinted 





The ranking of companies by 
insurance in force which was pub- 
lished in last week’s issue of The 
National Underwriter created 
much interest. Because the supply 
of extra copies of the issue is lim- 
ited, special reprints have been 
made of the tabular matter and 
are available in a 314x844 inch 
folder. General agents of com- 
panies which rank high in the 
amount of insurance in force and 
which made especially good rec- 
ords in 1937, will wish to provide 
their agents with these reprints. 
The minimum order is 100 for $3 
plus $1.25 for additional 100’s. 
Send orders with check attached 
to The National Underwriter, 175 
— Jackson boulevard, Chicago, 











Hull Calls for 

Sustained Public 

Relations Effort 
Savings Bank Insurance 


Clamor Indicates N ee d— 
Trustees Adopt Resolution 





RICHMOND, VA.—Roger B. Hull, 
managing director of the National Asso- 
ciation of Life Underwriters, in address- 
ing the mid-year meeting of the National 
Council in Richmond, made a spirited 
plea for the establishment of more effec- 
tive public relations for life insurance. 

The trustees of the National associa- 
tion the previous day adopted a resolu- 
tion stating: 

“There is a vital need for some public 


relations agency, operating throughout 
the year, made effective by the compa- 
nies, for the purpose of bringing to the 
public generally a more complete under- 
standing of the fundamental social and 
economic, human and moral, services 
rendered by the institution of legal re- 
serve life insurance and its agency 
forces, to the nation.” 

President O. Sam Cummings of the 
National association has now addressed 
chief executives of all legal reserve 
companies making a strong plea for the 
establishment of a “public relations 
agency” in keeping with the resolution 
adopted at the Richmond meeting. 


Wants Sustained Program 


Mr. Hull contended there is need “for 
a sustained program of public relations, 
one by-product of which would be to 
deal with the increasingly troublesome 
attacks which are being made upon the 
institution and upon the agency forces. 

“Possibly,” he declared, “my own en- 
thusiasms have been aroused and stimu- 
lated by the recent experiences through 
which we have been struggling in New 
York with savings bank life insurance, 
and with that same monster, viciously 
garbed with official sanction, in Massa- 
chusetts. 

“The struggle carried on by the or- 
ganized life underwriters of New York 
demonstrated that no agency had been 
set up, through which the agents could 
tell the story of their service to the pub- 
lic, except as the New York state asso- 
ciation and its 18 local units and the Na- 
tional association were able to swing 
into action. 


N. Y. “World Telegram” Attack 


“At just the same time there was run- 
ning in one of New York’s most widely 
read newspapers a series of poisoned at- 
tacks on one phase of the life insurance 
business. Savings bank life insurance as 
practiced in Massachusetts and as pro- 
posed in New York, was assumed to be 
the cure-all of the alleged ills. 

“I realize that it is possible to take 
one of two positions, with respect to any 
proposal that a _ counter-informational 
service ought under such circumstances 
to be set up. 

(CONTINUED ON PAGE 30) 
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New England Sales Congress Develops Many 
Practical Tips on Selling 


BOSTON.—Practical advice on pros- 
pecting and selling was given at the 
New England sales congress here by a 
number of experienced, successful field 
men. Four valuable tips on prospecting 
were offered by Herbert R. Ketzer of 
Staten Island, N. Y., leading agent of 
the Metropolitan last year. 

“You must prospect effectively each day 
or you will fail,” he said. “Qualify your 
suspects; it will save you footaches, 
headaches and heartaches. Use the end- 
less chain system. Win the friendship 
of influential people for your centers of 
influence.” 

Mr. Ketzer said frequently a new 
agent after he has sold his friends and 
relatives runs out of prospects and leaves 
the business, a failure. Such men may 
have all the requisites for success—edu- 
cation, ambition, fine appearance and 
personality. They may be hard, con- 
scientious workers, have a_ thorough 
knowledge of life insurance fundamen- 
tals, yet they have not been taught the 
most essential requisite in life insurance 
selling—the art of prospecting. 

“Give me a man of average intelli- 
gence, who is ambitious, who can take 
rebuffs; he will succeed if he is taught 
the technique of prospecting. Sooner or 
later, the agent who stops prospecting 
comes to a dead halt. It is only a ques- 
tion of time. The moment an agent 
quits prospecting, he is inviting the com- 
ing of the day when he will reach the 
bottom of the list and go into a produc- 
tion slump. 


Systematic, Effective 
Prospecting Plan Essential 


“The overwhelming weight of au- 
thority indicates, beyond question, that 
few men ever have succeeded or ever 
can succeed in the life insurance busi- 
ness until they have acquired a definite, 
methodical, systematic and_ effective 
method of prospecting. 

“Yet, there are certain steps which 
must be taken and in certain order, 
whether you are a new or an experi- 
enced underwriter. These steps are: (1) 
Getting names or leads; (2) selecting 
qualified leads; (3) getting favorable in- 
terviews. 

“Most of you are experienced under- 
writers, but for the benefit of the new 
men, I shall mention the sources of ob- 
taining a list of names. (1) Persons you 
know; (2) persons they know; (3) 
names from newspaper articles. A great 
number of names may be obtained from 
the following newspaper sources: Births, 
building permits, change in business 
management, changes in position, con- 
tracting firms awarded large contracts, 
contributors to charities, directors of 
banks and corporations, engagements, 
executors of estates, heirs—those about 
to inherit money, incorporation an- 
nouncements, lists of graduating class 
members, marriage announcements, men 
who receive large fees at times (lawyers, 
doctors, architects, and others); men 
who start in business, men who sell their 
businesses, men whose businesses are 
reorganized, men who win lawsuits, nar- 
row escapes in traffic accidents and other 
accidents, political appointments, part- 
nerships, probate of wills, people who 
move into the community, promotions, 
real estate transfers, relatives named in 
death notices, salary increases, society 
items, those with estates that will be 
taxed at their deaths. 


Should Not Neglect 
Agent’s Circle of Friends 


“Many agents continue to pursue the 
wary prospect through devious lanes 
and bypaths and deliberately neglect 
their friends. Why not make up a list 
of your best friends, the men who are 
so close to you that you have always 








hesitated to talk life insurance to them? 
The world is full of the tragedy of the 
under-insured man who goes through 
life wondering why a good friend in the 
business has never talked to him. 

“An additional list of names can be 
obtained for you, by your congressman 
or senator, from the internal revenue 
bureau, of those persons who have an 
income of $20,000 or more. If you want 
to reverse the situation and you find it 
difficult to obtain names, I suggest that 
you refer to the alphabetical occupational 
rating list in your rate book. Record the 
names of all persons you know whose 
occupations are listed there. 


Practical Suggestions 
on Types of Prospects 


“The names of your tradespeople 
should be added. They oft-times feel 
obligated to you, and rightly so. I sug- 
gest that you refer to your check stubs 
for the past year. Make a list of those 
persons to whom you made payments 
for purchase of merchandise. I always 
deliver the checks in person—it brings 
me into closer contact. Every merchant 
from whom I buy has purchased insur- 
ance from me, even to the newspaper 
man. 

“You will find the names of the mem- 
bers of the medical society; nurses reg- 
istry, golf clubs, Kiwanis, Rotary, and 
Lions clubs make up a valuable list. 

“You now have a list from which you 
must select names but only after a care- 
ful analysis to ascertain the names of 
those who have (1) a need for insur- 
ance, (2) whom you are qualified to sell, 
(3) whom you can interview on a fa- 
vorable basis, such as with a letter of 
introduction and (4) who can pay the 
premiums. 

“Not all persons are prospects. Some 
have not a definite need; some can’t pay 
for it; some can’t get it. The need is the 





first thing to think about. Primarily 
there are two reasons why a man may 
need insurance: to protect those depend- 
ent on him; and to protect himself 
against dependent old age. 

“It is quite difficult to determine this 
question of ability to pay before you 
have secured the confidence of the pros- 
pect and have gone into his affairs rather 
thoroughly in the interview. Nevertheless, 
there should be a definite attempt to 
qualify the suspect prior to the inter- 
view, so as to postpone those who are 
obviously in no financial position to do 
business with you now. 

“Tf one really tries, he can secure con- 
siderable information upon this subject 
before the interview. Here are a few of 
the effective ways of accomplishing this: 

“(1) Get all the information possible 
about the man’s financial status from 
the one who gives you his name, if he is 
a referred lead. 

“(2) Consider the ‘suspect’s’ business 
position and the probable income which 
such work commands. 


Consider Neighborhood, 
School, Car He Drives 


“(3) If he is a professional man, the 
neighborhood in which he lives, the type 
of car he drives, the schools to which 
he sends his children, etc., are important 
factors to consider. 

“(4) If he is in business for himself, 
find out whether that type of business 
is prospering or is not. Your chamber 
of commerce will help you in this re- 
gard or almost any standard financial 
magazine will keep you up-to-date with 
such information. If you want informa- 
tion about a businessman, go to his com- 
petitor. He will know. 

“(5) Friends, acquaintances, or neigh- 
bors of the person whom you are plan- 
ning to interview can give you much 
valuable data as to whether or not a 





President Green Honored 

















The agents of the Pilot Life of Greens- 
boro, N. C., made an intensive three-day 
drive to honor President E. C. Green on 
his 39th birthday anniversary, March 4. 
The result was the largest volume for 
the same period in its history, and 67 
percent more than the amount received 
in 1937. Through March 11, $753,086 
had been received, which is $133,686 
more than for the same period last 














year. The drive thus brought out some 
unusual productivity. 

The cut shows the presentation of the 
applications to President Green by 
Agency Manager J. M. Waddell. In the 
cut, left to right, are Mr. Waddell and 
Mr. Green, sitting. Standing from left 
to right are Treasurer W. L. Sharpe, 
Vice-president and Medical Director H. 





F, Starr and Secretary J. W. Carson. 


man’s income seems to be increasing ¢ 
the reverse. 

“Simple questions such as the followin 
will elicit this information: ‘Does }i 
business seem to be doing well jy 
now?’ ‘Does he seem to be savity 
money?’ ‘When was he promoted las’ 
‘Does he seem to be spending freely « 
is he retrenching?’ 

“After qualifying this list to ascertai 
if they have a need for insurance, if yu 
are qualified to sell them, if you cm 
interview them on a favorable basis, anf 
if they can pay the premiums, you wil 
have a reduced list of suspects. They 
can be considered prospects only afte 
an interview. 

“The average agent has a tendency 
regard any new name as a prospect, Hi 
makes no attempt to qualify the suspett 
but attempts to sell the new so-called 
prospect. The result of this unplanne 
and haphazard procedure is that th 
agent has an extremely high ratio of ir 
terviews to sales. He is the man whos 
constantly haunted by the demoralizix 
and destructive thought that he is a pow 
salesman, but if he would only stop tp 
analyze his shortcomings, he would di 
cover that he is, as a matter of fact: 
poor prospector. 


Ascertains Names of 
Man’s Children ’ 


“IT cannot impress upon your mints 
too deeply that the agent must, if lt 
wants to succeed, qualify every suspett 
before he makes an attempt to sell. hh 
most cases I go to the extent of ascer 
taining the names and ages of his chil 
dren. When I speak to him of his littl 
boy, Bobby, or Baby Jane, the suspect 
immediately senses that I know not oly 
of his responsibilities but of his financil 
position as well. ; 

“T never call on a suspect until I have 
at least on two occasions, sent him lit 
erature pertaining to the value of insur 
ance. Usually, the first book I set 
out is ‘What I Have Learned about Lit 
Insurance,’ by Bruce Barton—now 4 
member of Congress from New York 
I follow this with a financial statemet! 
of the company, together with a pamp! 
let containing a human interest stor), 
an appeal to him to protect his loved 
ones—that tug at his heart strings; 
literature regarding dependent old ast 


Asks Two References 
Which Are Extra Leads 


From every applicant he secures te 
name of two people as references, » 
telling this applicant this is a customar) 
procedure. 

Before leaving 
sible to obtain three to five } 
prospects, haem as brothers or 5! 

rents still living. 
PN Pov in this business can oy 
great heights until he has succeede fe 
cultivating the friendship of others is : 
are in a position to help him in vor 
contacts,” Mr. Ketzer said. “Regat ” 
of a man’s ability or experience, is St 
cess will ultimately be determine 
most entirely by the help he ©? 


eople to give him.” 
people to g ne 


G 
POINTERS ON CLOSING _ 


he insured it is po 
a addition 
sters, 








G. Engelsmt 


Felix U. Levy of the R. New Yor 


general agency, Penn Mutual, chosing 
City, discussed selling an stitude # 
stressing the agent’s mental por) 
these functions as highly Tin 7 
Selling he defined as cont pnd 
prospect of the wisdom, _ noun 
point, of adopting a propos ting tt 
action; closing as simply 8¢ vs 
(CONTINUED ON PAGE 1 
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ays 110 Billions 
n Force in U.S. 
s Peace Mandate 





President Wilson of A. L. C. 
Sees Powerful Appeal for 
Neutrality in Life Insurance 


Life insurance in force in this coun- 
ry totaling $110,000,000,000 represents 
“mandate” from the American people 
o stay out of war and to make possible 
chievement of the aims for which the 
surance was purchased—preservation 
Mf peace, individual initiative and free- 


HARRY R. WILSON 


dom from want, Harry R. Wilson, presi- 
dent of the American Life Convention, 
held in a statement this week. Life in- 
surance is one of the most powerful 
lorces for peace in this country, he said, 
at a time when many nations are creat- 
ing huge war machines and the whole 
world is oppressed by the fear of an- 
other cataclysmic war. 

Mr, Wilson reviewed life companies’ 
1937 operating results and scanned pros- 
pects ahead for the institution and its 
65,000,000 policyholders. 

The approximately $9,000,000,000 of 
new life insurance, including ordinary, 
Pein and group, placed in force in 
bi country last year, and the more than 
. 000,000,000 assets behind this insur- 
nee, he said, represent the will of the 
rons to have peace and safety for 
‘emselves and their families. 


Assets Equal to War Cost 


Ro companies’ assets are estimated 
con sang tal, $26.350,000,000,” Mr. Wil- 
thi ™ - “It is interesting to note that 
Une ee equivalent to the cost to the 
esis aes of the world war. It is 
assets will at the end of 1938 the 
#1300,000,000. increased approximately 
€ in this country might well re- 
Net thatthe life insurance assets con- 
tad a: Plus’ item which is employed 
misery, Prevention and alleviation of 
me: Poverty and anguish, rather than 
of thereieoent caused by the creation 
tomical 4 ree. In the dull, almost astro- 
stitutio Sures of the life insurance in- 
Ane are bound up the hopes. of the 
and ¢a an people for peace, contentment 
Se of mind; for independence and 
n of personal initiative. 
contemplate also the fact 
Percent of all the life in- 


In . 
ime waited States. It is a vast for- 
OWnergs hove e American life insurance 


in Saved by sacrifice and self- 
Mal for the assurance of their peace 











Production in February 
Dropped 17.2. Percent 





NEW YORK—New life insurance 
for February was 17.2 percent below the 
amount for February of last year, while 
the total for the first two months was 
14.7 percent less than for the first two 
months of 1937, according to the Life 
Presidents report. 

For February, total new business was 
$589,407,000 against $711,478,000 during 
February, 1937. New ordinary amounted 
to $373,644,000 against $459,001,000, de- 
crease 18.6 percent. Industrial was 
$174,092,000 against $212,231,000, de- 
crease 18 percent. Group was $41,671,- 
000 against $40,246,000, increase of 3.5 
percent. : 

For the first two months, the total 
new business was $1,178,572,000 against 
$1,381,868,000. New ordinary amounted 
to $751,433,000, decrease 15.8 percent. In- 
dustrial was $354,067,000, decrease 13.1 
percent. Group was $73,072,000 against 
$82,297,000, decrease 11.2 percent. 











and welfare in the years to come; a huge 
stake with which they cannot afford to 
gamble, for it represents the carrying 
out of their life plans for themselves 
and their families. 


Worth 100 Cents on Dollar 


“Life insurance came through the re- 
cent ‘business recession,” Mr. Wilson 
said, “as it came through the depression 
years—a stout ship undamaged by the 
storms, sailing unswervingly on _ its 
course. The principles of life insurance, 
like the early American ‘clipper’ ships 
that were being built when life insurance 
was founded in this country, withstood 
the buffetings of the last year because 
they were sound. Life insurance policy 
owners knew when 1937 started that at 
the end of the year their policies would 
be worth 100 cents on the dollar—and 

(CONTINUED ON PAGE 27) 





Motivation Stressed by 
Kuehner and Dawson 





Gordon Kuehner, Travelers super- 
intendent of agencies, in a _ talk. on 
“Motivation” before Hartford Life Un- 
derwriters Association’s lecture course, 
suggested methods to aid the agent in 
accomplishing his sale once he is work- 
ing toward a close. “It is comparatively 
easy to generate a mild interest in the 
prospect, but requires real ingenuity and 
skill to bring out a strong desire. This 
desire is not brought out by a printed 
policy form,” said Mr. Kuehner. 

“Although you can bring your pros- 
pect to a certain point of interest, you 
can’t sell by logic and reason. The 
average man is suspicious of logic.” 


“Can’t Afford It” Relative 


The objection “I can’t afford it” is 
only relative, and can be made to ap- 
pear ridiculous if the agent will present 
the hypothetical case of a widow whose 
husband has died uninsured or scantily 
so, with the question “What she can 
afford?” 

Mr. Kuehner suggested that the agent 
draw up in the presence of his prospect 
a chart such as this: 

Your Obligation 

1. Premium—$25 per month, 

Our Obligations 

1. $10,000 cash ready at all times. 

2. Pay your premiums in case of dis- 
ability. 

3. Cash reserve. 

If the prospect is still unconvinced the 
most effective gesture is the placing of 
the letter “y” before the word “our,” 
thus demonstrating in dramatic fashion 
that the company’s obligations have be- 
come the personal obligations of the 
prospect. 


“We must motivate the prospect. So 








gratefully glad to carry on. 


the money to an income use. 


+ 


Independence Square 





GOOD NEWS THAT PAYS 


Among the best leads are congratulatory letters addressed 
by a Home Office official to an insured who has completed his 
premium payments or whose Endowment has matured. When 
delivered by the underwriter there is a sales opportunity 
which is lacking when mailed direct. 


Among several approaches, after the prospect has read 
the letter, the Father and Son is unusually productive. It 
may run something like this:— 


“Don’t you wish your Father had taken out a policy for 
you when you were a young boy?” 
answer is, “Yes.” And then it is suggested what a fine thing 
he would be doing if,—with his policy paid for,—he were to 
insure his boy’s life——that, of course, he would have to care 
for the premium for a few years, and then the son would be 
Always emphasized should be 
the Father’s control of the policy until he gives it to his son,— 
and that is often the deciding factor. 


If a single sum maturing Endowment, circumstances will 
suggest what would be the most effective plan for applying 


The bearer of good news is always welcome!. 


THE PENN MUTUAL LIFE INSURANCE CO. 
Wo. H. Kinestey, President. 


Virtually always the 
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PHILADELPHIA 




















many sales fail because we put up an 
obvious airtight proposition, then wait 
for the signature.. It is a mistake to ap- 
proach a prospect with an exalted opin- 
ion of him. We must realize that he 
does not know life insurance as we do, 
and that we must make every point un- 
mistakably clear to him. 

C. P. Dawson, New York, associate 
general agent for New England Mutual, 
discussed “The Closing Process.” Mr. 
Dawson emphasized the importance of 
time in closing a.sale and warned that 
unless he is willing to spend a consid- 
erable amount of time with his prospect 
the agent is apt to lose his sale. 

Mr. Dawson divided the selling proc- 
ess into three parts: desire, proof and 
closing. 


Arouse Desire 


In the first section of the selling proc- 
ess, when the desire of the prospect must 
be aroused, Mr. Dawson advocated four 
steps. The prospect must immediately 
be made to feel that the agent is a 
competent and sincere man, well versed 
in the intricacies of life insurance and 
anxious to help his clients. It is a mat- 
ter of creating a favorable first impres- 
sion and insuring courteous attention 
throughout the interview. A: discussion 
of some general point of information is 
often a valuable means of developing 
this confidence. 

“The next step is right into the heart 
of the proposal,” said Mr. Dawson. While 
outlining the proposal, the agent must 
be gathering information concerning his 
prospect’s insurance, and must be ever 
on the alert to make small changes in his 
original proposal to fit it in with what 
the prospect already has. Then he can 
present a concrete proposal. 


Not a Turndown 


A feeler at this point usually begets a 
negative answer, a “no” or “but,” and 
Mr. Dawson urged that agents not ac- 
cept this as a turndown, but recognize it 
merely as a drop in interest. “The pros- 
pect feels that you’re through,” he said, 
“and yet he has not yet had sufficient in- 
formation. Direct argument here is 
futile. Go ahead with proof points to 
build back the interest.” 

At this point the sale is entering its 
second stage, which Mr. Dawson labeled 
“proof.” The agent here tells some of 
the history of his company, the names 
of prominent men affiliated with it or 
holding policies with it. All this is to 
build up a supreme confidence in the 
prospect in the dependability of the com- 
pany. 

Mr. Dawson then entered his discus- 
sion of the section he labeled “closing.” 
It is imperative, he said, that the agent 
be prepared to meet five problems dur- 
ing this process, before he can obtain a 
signature. 


Insufficient Desire 


The first problem is presented by the 
prospect who agrees with the logic of 
the plan as presented, but has an insuffh- 
cient desire for the policy. “The agent 
here must have in reserve one or two 
new arguments to stimulate or recreate 
interest and desire. He might discuss 
the value of life insurance as a means 
of saving, or the value of the reserve. An 
excellent argument would be a discus- 
sion of life insurance as a guaranteed 
property investment, as against spec- 
ulative investments. He must use logic 
to give added information, he must use 
motivation to set the stage for action, 
and then he should try for action itself. 
We often find another drop of interest, 
but should recognize it as that rather 
than a refusal, and must try again.” 

A second problem is the fear of loss, 
or suspicion as to the advantages of the 
plan. Patience is imperative here. The 

(CONTINUED ON PAGE 27) 
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At National Associa, 
tion of Life Underwriy 
ers mid-year meeting jy 
Richmond: Top roy 
(left to right) —A, 
McKeough, W. A. Ale. 
ander & Co., Chicago; 
A. E. Patterson, vice. 
president Penn Mutu): 
Miss Joy Luidens, se, 
retary Chicago Life Up. 
derwriters Association; 
Harry T. Wright, Equi. 
able Society, Chicago; 
E. L. Allison, Phoenix 
Mutual, Tulsa; B. Seo 
Blanton, Phoenix My 
tual, Charlotte, N, ¢; 
R. B. Hull, managing 
director National sw. 
ciation. 


Second row—HarryT, 
Wright, Equitable . 
ciety, Chicago; R. J, 
Darby, Massachusetts 
Mutual, Baltimore; 
C. C. Hall, Life of Vir. 
ginia, Richmond; C. (, 
Gilman, New England 
Mutual, Boston; John 
W. Murphy, head office 
field supervisor Life of 
Virginia; H. G. Wisch 
meyer, John Hancock, 
Cleveland; Robert 
Richards, advertising 
manager Atlantic Life, 


Third row—J. C, Har. 
din, Kansas City Life, 
Roanoke, Va.; Ed Bz 
ker, John Hancock, 
Louisville; E. A. Mu. 
phy, John Hancock, 
Rochester, N. Y.; John 
Pascoe, Equitable So 
ciety, Raleigh, N. C; 
T. M. Riehle, Equitable 
Society, New York, 
Robert L. Jones, State 
Mutual, New York. 


Fourth row—YW. T. 
Nolley, Northwestem 
Mutual, Richmond; 
R. E. Cecil, West Coast 
Life, Manila, P. I.; Neil 
D. Sills, Sun Life, Rich 
mond; James E. Wood: 
ward, vice-president 
Life of Virginia; Karl 
E. Madden, Penn Mu 
tual, Davenport, Ia; 
D. C. White, Metropoli- 
tan, Lancaster, Pa.; E.¢. 
MacDonald, Equitable 
Society, Sheboygan, Wis. 


Fifth row—0. Sam 
Cummings, Kansas City 
Life, Dallas, national 
president; C. J. Zim: 
merman, Connecticut 
Mutual, Chicago, 1% 
tional secretary; (above 
seated) G. L. Dyer, St. 
Columbian National,‘ 
Louis; Adam Roser 
thal, Connecticut Mo 
tual, St. Louis; (stant 
ing) Ray Hodges, Ohio 
National, Cincinnati 
Jack Lynn, superintet- 
dent of agents Genera 
American Life; Dalle 
Alderman, Kansas City 
Life, Kansas City; Frank 
Vesser, Reliance Life, 
St. Louis; L. E. Kine 
New England Matual 
Topeka. (Below) P. B. 
Magruder, Metropolitan 
Life, president 
mond association; 
George Grinnan, Equ 
able Society, chairmé 
program committee of 
sales congress; ‘Mo , 
Duffey, Connecticut ” 
tual, president ™ 
mond General Bn 
Managers; Jon * 
@ilicsemn, John Har 
cock, Nashville. 
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PRODUCER TO SUPERVISOR T0 BRANCH 
MANAGER IS STEP-BY-STEP “CAREER BUILDING” 





THE MAKING 
OF A 
GENERAL AGENT 


The success of Charles A. Mur- 
phy, Jr., of Providence is accord- 
ing to a well organized pattern 
designed by Home Life to bring 
Mr. Murphy (and men like him) 
forward to positions of greater 
responsibility. That pattern is 
found in a booklet—“‘The Mak- 
ing of a General Agent.” You 


may wish to have a copy. 


Write 


C. C. FULTON, Jr. 


Agency Vice President 

















OF PROVIDENCE MAN 


Charles A. Murphy, Jr., of Providence, 
R. I., won recognition as a personal pro- 
ducer as an “All-Star” salesman of the 
Home Life in a contest sponsored by the 
Company’s General Agents. Having dem- 
onstrated his ability to sell life insurance 
the Home Life way, his opportunity to 
direct new men in Home Life’s Client 
Building methods came with his appoint- 
ment as a Supervisor approximately one 
year after he came with the Company. 

Still young and energetic, and anxious to continue his progress, 
he is now, (in his third year) a Branch Manager of Home Life 
in Providence. 

Thus the Company of Opportunities added another chapter to 
its intensely human book of progress. The Company is pro- 
gressing—its gain in insurance in force last year was 84% over 
the gain in 1936. Its average size policy was $5,558. These facts 
mark sound, healthy growth, but they can be credited mostly 
to the energy and effort of its Agency Force. It is that urge 
within the personnel in the Home Office and in the Field to work 
for greater accomplishments that results in progress for the Com- 
pany. Hence, with that realization, the Company points with 
ever-increasing pride to the thing that makes progress possible— 
expansion and advancement. The opportunity to advance is found 
in expansion, and Home Life will continue to expand because 
it will continue to provide greater opportunities for trained and 
ambitious men like Murphy. 








Chas. A. Murphy, Jr. 
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THE WEEK IN INSURANCE 





Mid-year meeting of national council 
of National Association of Life Under- 
writers is held in Richmond, Va. Pagel 


Roger B. Hull, in Richmond address, 


makes 


relations work. 


Bill setting maximum policy loan in- 
terest rate at 4.8 percent on new insur- 
ance issued in future passed by New 
York legislature, awaits governor’s sig- 
nature. 


New 
Boston 
selling 


Powerful peace mandate is seen by 
President Wilson of A. L. C. in new life 
insurance sales, 110 billions in force in 
this country. 


State of Texas entered by New Eng- 
land Mutual with appointment of Fran- 
cis G. Bray as general agent with head- 
quarters in Houston. Page 6 

* * * 

Five leading agents on program at 
tristate sales congress held in Cincin- 
nati. Page 9 


* *K * 


strong! plea for sustained public 
Pagel 
* * * * * * 


Richmond, Va., sales congress draws 
unusual galaxy of speaking talent due 
to national convention being held there. 

Page7 
* * * 


Dr. J. M. H. Roland, Baltimore Life, 
and Actuary C. A. Taylor of the Life of 
Virginia read interesting papers. in 
Washington, D, C Page 13 


Pagel 
* * * 
England sales congress held at 
has highly practical program of 
tips by successful field men. 
Page 2 
* * * 





A. H. King, formerly of St. Louis, has 
joined the Frates Company, Tulsa, Okla., 
handling salary allotment and group in- 
surance. 





Page 3 








THEY FOLLOW THROUGH 


Men frequently say “no” when they 


are first approached by a life insurance 


salesman. 


But protection totalling millions 
of dollars has been acquired by such 
prospects because the agent patiently 
sat down at their home or office and 


changed their point of view. 


Keep trying! 





ted) rudential 
Ineurance Y Company of America 


EDWARD D. DUFFIELD, President Home Office, NEWARK, N. J 








New England Mutual Enters 
Texas; Bray General Agent 





Development Planned in State 
After Lapse of Almost 50 Years; 
Houston Headquarters 





Texas is to be entered April 1 by the 
New England Mutual Life after a period 
of almost 50 years in which the company 
has not operated there. 

Francis G. Bray of Chicago has been 
appointed general agent and is to estab- 





FRANCIS G. BRAY 


lish headquarters in the Shell building, 
Houston. 

The New England Mutual with the 
change will be operating in 39 states. 
This is a reentrance to Texas, as the 
company had offices in that state for a 
short time 50 years ago. 

Mr. Bray is supervisor of the E. B. 
Thurman agency of the New England 
Mutual in Chicago. He was born at 
Batesville, Ark., and graduated from 
Culver Military Academy and Washing- 
ton University, St. Louis. He immedi- 
ately entered insurance work, for two 
years being in Texas with the Missouri 
State Life before being sent to Chicago 
to take charge of group operations in 
that area under Mr. Thurman, then 
manager. He continued there until 1929, 
establishing a fine record, then was as- 
signed to eastern territory with head- 
quarters in Pittsburgh. 


Served in Home Office 


In 1931 he was called to the agency 
department of the Missouri State home 
office, and in addition was placed in 
charge of sales of health and accident 
insurance throughout the country. Un- 
der his direction this department in- 
creased premiums more than 50 percent. 

In 1932 he became assistant manager 
of the Travelers branch office in Chi- 
cago, remaining in that capacity until 
1936, when he went with Mr. Thurman 
as supervisor. 

Mr. Bray has written much for publi- 
cation, his article in “Life Association 
News” for last October on “Attitudes 
and Purposes” receiving wide attention. 
He also is a gifted speaker on life in- 
surance selling and has appeared before 
many life underwriters associations and 
other insurance organizations through- 
out the country. 


Active Association Man 


Mr. Bray has been active in life un- 
derwriters associations, is a director of 
the Chicago association. Last year he was 
chairman of the committee on the na- 
tional essay contest, first prize being 
won by a Chicago girl. He is chairman 
of the committee on trust company co- 
operation in Chicago and has_ been 
largely instrumental in the recent or- 
ganization of the Chicago Life Insur- 








ance & Trust Council. He is a member 


Illinois Association of Life Underwrite 
Mr. Bray is not only a skilled life jy 


business insurance, etc. 


tive analysis of the technical and sales 
sides of this little known life insurang 
arrangement for the benefit of employes 
in business and industry. 

Mr. Bray plans to leave Chicago with 
his family next week. The quarters jj 
Houston have been engaged, and inten. 
sive development of the state, working 
out steadily from Houston will & 
started immediately, probably with ¢ 
tablishment before long of a number ¢ 
district agencies in important centers, 





Heath to Metropolitan 
as Detroit Group Chief 





DETROIT—Forrest A. Heath, for 
mer superintendent of agents of the 
Kenneth Watkins Corporation, has been 
appointed superintendent of the grow 
department of the Metropolitan Life in 
the Detroit district, with offices in the 
General Motors building. He retired 
from the Watkins organization atter 
seven years as its superintendent oi 
agents when the General Accident took 
over the corporation following the death 
of the late Kenneth Watkins. 

He left Detroit at that time and took 
the five weeks’ course of the Aetna Cas- 
ualty in Hartford, then the seven weeks’ 
course of the Metropolitan Life in New 
York in preparation for his present ap- 
pointment. Before joining the Watkins 
Corporation he served in various capati- 
ties with the Michigan Mutual Liability 
for three years. He is now secretaty- 
treasurer of the Detroit Accident & 
Health Association and will continue 
this affiliation, since group accident and 
health coverage is one of his respons 
bilities with the Metropolitan. 





More Group Division Shifts 
Announced by Travelers 





Further changes in its group division 
are announced by the Travelers. M.!. 
DeLevan, former district supervisor 
the Cleveland office, has been appointed 
regional supervisor for the territory I 
porting to the Cleveland, Columbus and 
Erie offices,with headquarters in Cleve 
land. 

Talbot O. Freeman, a member of the 
agency staff at the home office, 15 a 
pointed regional supervisor for Connet- 
ticut and all territory reporting to the 
Albany and Springfield offices, with 
headquarters in Hartford. ee 

Lowell F. Brown, assistant district st 
pervisor at Toledo, O., is made district 
supervisor of the Toledo and Columbts 
territory, with headquarters in, Toledo. 
J. G. Ryan, formerly field assistant ™ 
Detroit, becomes district supervisor '% 
Michigan, with headquarters in Detroit. 





Reviving Hartford Club 


S. F. Withe, advertising manage! 
Aetna Casualty & Surety; E. S. a 
son, advertising manager Hartford Fite 
and K. R. Miller, Life Insurance sale 
Research Bureau, have been named © 
the special organizing committee 0 5 
Hartford Advertising Club, which 
undergoing a process of revival. 


Another Lives to Age 9% 


LITTLE ROCK, ARK.—J. M. = 
art March 1 confused insurance nds 
aries by attaining his 96th big tie 
Age 96 is theoretically the limit 0 oe 
and actuaries estimate only three be 
100,000 will live to 95, and i ot 
die in their 95th year. A. B. ee 
cial agent Union Central Life, deli 
to Mr. Stewart $8,000 on paid uP 








insurance which had matured. 






































































of the committee on education of ty 


surance salesman, but is an authority gy 
estate programming and tax matters 
He furnishej 
two years ago material for an artic 
on pension trusts which was publishe 
in THE NATIONAL UNDERWRITER and hy 
been published for two years in th 
Diamond Life Bulletins as an authorit, 
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ational Leaders Address 
Richmond, Va., Congress 





Big Convention There Furnishes 
Local Association Wealth of 
Celebrities as Speakers 


RICHMOND, VA.— Increased sales 


activity was offered as a solution of the 
problem of what to do when business 
slumps by H. J. Johnson, general agent 


t Pittsburgh for the Penn Mutual Life, 
ina talk before the sales congress spon- 
sored by the Richmond Association of 
Liie Underwriters in connection with 
the midyear meeting of the National as- 
sociation held here. In periods of a let- 
down in business such as are now being 
experienced, he said, the tendency is to 
build up a defense attitude, when it 
should be just the reverse. 

Mr. Johnson, vice-president and trus- 
tee National association, spoke at the 
luncheon-meeting of the congress the 
frst day. He said in his agency Janu- 
atv business was very good but there 
was a considerable falling off in volume 
in February. Members of his staff told 
him in the face of prevailing conditions 
good results could not be expected. 
Prospects had a waiting attitude and 
were much more difficult to close. 


Surveyed Situation 


Mr. Johnson conducted a survey and 
found sales presentations in February 
fell off 2.4 per man in a week. With an 
agency force of 60 men, he calculated 
there were 144 fewer sales talks. Slack- 
ened activity of his agents was in reality 
responsible for most of the decline in 
business volume. 

He found in certain lines business was 
better than before the recession started, 
so he sent his men out to do their can- 
vassing in those lines. 

J. A. Witherspoon, general agent John 
Hancock Mutual, Nashville, Tenn., in a 
tak on “Prestige Building,” urged 
agents to leave their rate books at home. 
“The thing to do is to reach the heart 
strings,” he said, “and to get across the 
idea that you are the boys who put the 
money in the till when it is needed. 
Don’t tell the prospect about 20 pay life 
and endowment. Tell him about the 
good that the money is going to do.” 


Sam Cummings Talks 


_ Changes and growth in insurance bus- 
iness methods, personnel and ethics were 
discussed by O. Sam Cummings, Dallas, 
Tex. national president. Importance of 
membership in the National association, 
he said, is seen in its cooperative work 
{o eliminate twisters, part-time agents 
and other damaging and unethical types 
of underwriters, and in building up pres- 
tige for agents. 
_L. J. Zimmerman, Chicago, secretary 
National association, told the congress 
the recession has not hit the stability of 
Ne surance, which, he said, had the 
most widely diversified and distributed 
mvestments in the United States. 
Welcoming talks were made at the 
Wes session of the congress by 
of Ue Bright and Commissioner Bowles 
f rginia, president National Associa- 
on of Insurance Commissioners. 


Other Notables on Program 


In a talk on “Mindi a 
r : nding the Gap,” John 
W. Yates, National trustee, Los Angeles, 


Pt general agent Massachusetts Mu- 
pr A aracterized life insurance as the 


a emancipator of want and the last 
0 on against insecurity. 
- Wright, Chicago, associate gen- 
Te agent, Equitable of New York and 
oka trustee, speaking on the out- 
their busi 1938, urged agents to better 
Hel ~wepirg by confidence and faith in 
Se ue of policies they sell. 
read C P, Duffy, Richmond general 
Pe econnecticut General, and presi- 
tiation ape gents and managers asso- 
the lunch this city, was toastmaster at 
mw Lif “y Neil D. Sills, manager 
Dtes} a of Canada and former national 
» Was toastmaster at a dinner- 












dance in the evening. L. I. Held, Rich- | area of Texas has been organized at | company. Among out of town visitors 
mond, president, and other officers of the | Harlingen. The officers include F. H. | who assisted were G. A. Helland, Con- 
Virginia Association of Life Underwrit-| Harrison, Seaboard Life, president; | necticut Mutual general agent, San An- 
ers participated in the meetings and as-| J, QO. Harris, National Life & Accident, | tonio; O. P. Schnabel, Jefferson Stand- 
sisted in the entertainment of the visit- | Vice-president and George Allen, Jeffer- | ard manager, San Antonio; Hugh Far- 
ing delegates to the convention. Philip 2 
B. Magruder, president of Richmond as- 
sociation, presided at the opening ses- 
sions of the congress, a special feature 
of which was presence of a number of 


agents listed among leading producers | burg; A. C. LaDuke, Southwestern, . . 
ps Virginia Negro pris = “ Weslaco; and Napper Davis, Volunteer Mrs. Adela Wilson Dies 





New Texas Association Mutual, who has made a tour of leading | of W. C. Wilson, former head of the 
A new association of life underwriters | Texas cities speaking before local asso- | company, who died in 1918, died at her 
representative of Rio Grande Valley ' ciations and conducting schools for his ! home in Lincoln. 

















rell, Texas insurance department; and 
H. B. Wernette, president, Corpus 
Christi Life Underwriters Association. 


son Standard, secretary-treasurer, all of 
Harlingen. Directors are H. H. John- 
son, Western Reserve, Raymondville; 
C. H. Hook, Connecticut Mutual, Edin- 






























State, McAllen. Mrs. Adela A. Wilson, mother of 
The speaker was E. C. Andersen, | Howard S. Wilson, president of the 
educational director of the Connecticut | Bankers Life of Nebraska, and widow 
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No one pays much attention to the cold 
numerical figures appearing in a life insur- 
ance company’s financial statement, Conse- 
quently in presenting this new type of state- 
ment American United Life is not telling 
that nearly 50% of the Company’s invested 
assets are in government and municipal 
bonds, or that it ranked among the first 
10% in size of all life companies in the 
United States—but instead, is showing sig- 
nificant facts that are of paramount impor- 
tance to any agent who is desirous of build- 
ing an agency all his own, operating directly 
under the supervision of the home office, 
witha contract that is universally recognized 
as one of the best and most liberal ever of- 
fered in the life insurance business. 

American United Life is now opening 
new agencies, independent of those in larger 
cities, in many small towns and medium 
sized cities. If you’re interested in a busi- 
ness future—don’t delay longer getting the 
facts. Simply mail the coupon below. 


AMERICAN UNITED LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 
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MAIL COUPON TODAY! 





AMERICAN UNITED LIFE INSURANCE CO., 
Dept. NU-338, Indianapolis, Ind. 

Gentlemen: Please send me without obligation complete facts about your Inde- 

pendent agency contract and what it offers. 
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91st Annual Report 


Features 


Substantial Gains 


New paid-for insurance in 1937 amounted to 
$69,431,228. Compared with figures for 1936 com- 
piled on a similar basis, this represents an increase 
of $12,394,821 or 21.7%. Gains were registered 
in every country in which the Company operates. 


Direct written insurance in force, excluding re-insur- 
ances, increased over $10,250,000. Total insurance 
in force is now $817,192,538, exclusive of deferred 


annuities. 


Total assets stand at the all-time high figure of 
$261,314,861, an increase of more than $8.8 mil- 
lions. Total liabilities, including Paid Up Capital 
Stock of $1,000,000, amount to $257,101,221. 


Unassigned Surplus is $4,213,640. 


Reserves held to meet policies now in force total 


over $231,500,000. 


Assets in the U. S. Branch of the Canada Life 
amount to $62,994,794 and liabilities to $60,761,- 
211. The excess of $2,233,583 includes $250,000 
deposited for the protection of United States’ policy- 


holders. 


Payments to policy owners, annuitants and bene- 
ficiaries in 1937 amounted to $23,514,630. Of this 
amount, $15,649,158, or 66%, was distributed to 


living policy owners and annuitants. 


The 


anada life 


Established - 1847 
49 YEARS IN THE UNITED STATES 




















Manufacturers Life Awards 








PETER C. BURNS 


TORONTO, CAN.—For the first 
time both of the trophies which the 
Manufacturers Life offers for annual 
competition among its 70 agencies 
throughout the world have been won by 
United States branches. A. Kinch, 
agency superintendent for the United 
States, announces that the “President’s 
Trophy,” awarded for the greatest all- 
round agency development, was won for 
the year 1937 by Saginaw, Mich., and 
that the “Cash Collection Trophy” goes 
to Philadelphia for having paid for the 
largest percentage of its issued business 
last year. 

In 15 years of competition this is the 
first instance of a branch winning the 
“President’s Trophy” two years in suc- 
cession, Saginaw under the manage- 
ment of P. C. Burns also having won 
the award in 1936. Mr. Burns’ territory, 
in central and northern Michigan, is 





WALTER GALLAGHER 


have no big centers of concentrate 
population in which to work; neither 
they achieve their production records by 
securing unusually large cases, The 
secret of the success is that each repre 
sentative strives for “application-pe- 


week”’ production and to secure a miti 


mum of $10,000 of new paid busines 


each month—selling policies of mediu 
size to the average man and not tinker 
ing with jumbo cases. 

Walter Gallagher opened the Philadel 
phia territory for the Manufacturers Life 
in September 1934. In its first full year, 
1935, Philadelphia achieved sixth rank 
in volume of paid production and woo 
the cash collection trophy, which now 
returns for its second sojourn in the 
Quaker City. The final standing for 
1937 showed it in fifth place surpassed 
only by the South Africa, Chicago, Mor 


, is treal South and Calcutta branches ia 
largely rural and the representatives 


paid volume. 








Seven Qualifications Given 





Home Life Conference Brought Out 
Factors Necessary to Be Used in the 
Personal Interview 





ATLANTIC CITY—The first of two 
conferences of general agents from the 
eastern territory of the Home Life took 
place this week here. W. P. Worthing- 
ton, superintendent of agencies, set forth 
the principles of attracting the right type 
of man to life insurance. He empha- 
sized that to have a successful agency, 
a general agent must have the right man 
doing the right thing in the right way. 
it is important, said Mr. Worthington, 
that the qualifications of the right man 
be established in personal interviews. 
The seven qualifications which he 
deemed necessary are: (1) Fundamental 
enjoyment of the work of life under- 
writing; (2) ambition, and a need for 
money; (3) desire for security in the 
future; (4) exacting attitude toward type 
of business; (5) background, experience 
and personality conducive to success; 
(6) adaptability to training and amena- 
bility to supervision; (7) preparedness 
to grow with company and to take ad- 
vantage of the opportunities offered. 

This is the second of a series of 
regional conferences which are being 
held for the purpose of exchanging ideas 
and solving mutual problems of the gen- 
eral agents. 


Consistent Testimonial Theme 


Brought out at the regional meeting 
was the fact that life insurance can 
profit by the example of national adver- 
tising in keying the greater part of its 
advertising to a consistent testimonial 
theme. General agents reported that 





the job of selling was conservatively 
estimated to be 25 percent easitt 
through the use of testimonials in direct 
selling interviews; and agencies which 
had been concentrating on their use re 
port a decided increase in business, The 
Home Life and its general agents be 
lieve that unsolicited testimonials from 
clients who have benefited from the 
“Planned Estates” service encourage it 
terest, build prestige and make inte 
views more productive. ; 

The use of testimonials both in selling 
and recruiting interviews is part of the 
campaign of Home Life to expatl 
through attracting the right men to tle 
life insurance business. 





Patterson’s 30th Anniversary 


March 16 marked the 30th life insu 
ance anniversary of A. E. Patterso 
vice-president Penn Mutual, and his 10th 
anniversary with that company. ae 
joined the Woods Agency of the Equt: 
able Society in Pittsburgh in 1908 a0 
later was called to New York to stat 
an agency from scratch, He we 
successful there that he was transfert 
to Chicago, where he built one 0 the 
country’s major agencies. Ten years 
ago he took charge of one of the phe 
Mutual’s general agencies and repeatt 
his success. In January, 1937, he 7 
elected vice-president in charge 
agency affairs of the Penn aang 
Congratulations were received from : 
official staff and a floral remembran’ 
from members of the agency 
ment. 





Thomas Russell, director of agente 
of the Connecticut General accom?’ 
by Mrs. Russell, was in Los cig 
during the week, on their return 
a vacation spent in Hawaii. 
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ive Successful Agents Talk 
t Cincinnati Congress 





Various Aspects of Selling Task 
Are Taken Up at Tristate Sales 
Conference 


CINCINNATI.—A popular feature 
nf the Cincinnati Life Underwriters As- 
ciation annual tristate sales congress 
as a series of -eight-minute talks by 
rading agents on different aspects of 
selling. W. T. Earls, New England Mu- 
al, said time control meant simply 
working habits. Only 1 percent of 
agents fail because of bad health, he 
said, but 12 percent fail because of lack 
of knowledge, and 31 percent through 
lack of industry. He does two things 
to insure his working habits are of the 
right kind. He plans his work daily and 
keeps records of his monthly and yearly 
calls, the records showing to whom the 
sale is made. 

Actual physical effort varies little 
from year to year, increased earnings 
coming from more efficient use of time, 
Mr. Earls said. In 1932, when he started 
in business, his calls averaged 9.4 daily, 
interviews 4.6, sales demonstration 1.2, 
average policy $5,000, total sales 24. Last 
year he averaged 6.8 calls, 4.9 interviews, 
22 sales demonstrations, average policy 
$15,000, total sales 60. 


Talks on Programming 


J.C. McFarland, Ohio State Life, em- 
phasized the fact that a $1,090 policy 
with proceeds arranged to pay $500 cash 
at death and $50 monthly was as truly 
an example of programming as one in- 
volving $100,000 insurance. He avoids 
use of the word “programming” when 
talking to prospects. To.an architect, 
he says “survey,” to a doctor, “diag- 
nose,’ to a merchant, “take inventory.” 
All semblance of pressure should be re- 
moved when an agent is talking to a 
Prospect and the prospect should be en- 
couraged to talk about his own affairs. 
Mr, cFarland always telephones for 
an appointment before making a call. He 
said there were only three types of 
Prospect, those not interested, those 
somewhat interested, or those who 
would be interested in future. 

He uses a sheet of paper to write 
down the five purposes for which life 
insurance is purchased, giving him a 
a to run on” and at the same time 
olding interest of the prospect. The 
purposes are: Cash, readjustment period, 
me income until youngest child is 

tough school, income for wife for life, 
and retirement income. 
wane prospect do all the talking 
é o, Mr, McFarland said. The av- 
vy agent doesn’t want an interview; 
delta an audience. The prospect 
minin € given the courtesy of deter- 

Meck s, the time for the call, and Mr. 
tall a ing encourages the prospect to 
saa out himself, to commit himself to 
he ed. He cuts down the amount which 
rote dees thinks he will need, refrains 
talke ne the amount of insurance, 
por senrvate life rather than invest- 
wal mp lasizes the amount payable, 

Tesses the cash values at age 65. 


Emotional Appeal 


R. E 
Stressed case 
‘motions in o 
et his Own 
should find 


Pacific. Mutual, 
rtance of ability to arouse 
thers. The agent must for- 
pag are deep. He 
eal € prospect’s dominant 
ae such as fear of old age, and 

: “ea of what the prospect wants. 
what fy man said the prospect will keep 
teats wanted to buy. If he will pay 
have Ne endowment, it is better he 
keep, an an ordinary life he won’t 


The amount of 
an all time hi i 
Sold had it pg 


business in force, at 
: an woe have been 
Taf en for the energy of 
rane men, Burt Wulfekoetter, 

‘Manes Mutual, said in a talk on 
ae far to uying. However, there 
© many dead underinsured. A 





prospect places his economic life in the 
hands of his life agent. Before he can 
do this, he must have confidence in the 
agent, who must be ready to render a 
real professional service. Reputation is 
built up in the professions only after 
years of hard study and apprenticeship. 

An agent cannot make a specialist of 
himself, the public must do so, Mr. 
Wulfekoetter declared, after the agent 
has shown he has merited confidence 
through the development of himself and 
his service. 


Urges Fact-finding 


Fact-finding is one of the most im- 
portant factors in the sale, said Charles 
Wible, Provident Mutual. A person 
does not take a long trip over an un- 
familiar road without first getting a map, 
studying the conditions of the road, and 
watching the road markers when he is 
once on it. The agent similarly must 
collect certain data about his prospect, 
must justify his right to be in the pres- 
ence of the prospect. He must tell, di- 
rectly or indirectly, what he expects to 
do. He must ask questions on subjects 
on which he knows in advance it will 
be necessary to obtain information. Mr. 
Wible said he seldom asks in a fact- 
finding interview for policies for anal- 
ysis. The agent should arrange to check 





over the present insurance and arrange 
for a sales interview. 

Service interviews are worth while 
only as a sales tool useful in getting to 
talk to the prospect, J. W. Austin, Na- 
tional Life of Vermont, said. Elimina- 
tion of china eggs is important. An 
agent builds prestige by making the as- 
sured’s premium dollar buy more. Mr. 
Austin uses a plain white sheet in serv- 
ice interviews upon which he jots down 
facts about the policy, the things he 
wanted to talk about which depend 
largely upon the office record. He may 
talk about insurance on the prospect’s 
wife, policies in other companies, or add- 
ing accidental death or disability provi- 
sions. 

Agents owe it to each other not to 
tear down another person’s work, even 
if the program is not exactly what ‘they 
would suggest, unless additional amounts 
are purchased, Mr. Austin said. 

C. J. Zimmerman, Chicago general 
agent Connecticut Mutual, replaced Ur- 
ban H. Poindexter, assistant director of 
agencies Northwestern Mutual, who was 
confined to his home by illness. Mr. 
Zimmerman was reached by telephone 
at Detroit, where he was making an- 
other address. 

Prestige, said Jerome Clark, vice-pres- 





ident Union Central, is a wonderful lu- 
bricant which overcomes all kinds of 
friction. Mr. Clark found in a survey 
made among his company’s agents they 
were most interested in establishing 
prestige in the prospect’s eye. There is 
no situation which cannot be influenced 
by prestige, he said. True prestige 
springs from knowledge, judgment, suc- 
cess and character. Clients more and 
more expect authoritative, reliable in- 
formation. Time control is of vital im- 
portance because it insures an adequate 
number of interviews. A leading pro- 
ducer has more daily interviews as his 
production increases, rather than fewer 
interviews. 


Two-Handed Job 


Mr. Clark said selling life insurance is 
a two-handed job. The right fist deliv- 
ers the knockout blows while the leit 
holds the prospecting, selling interviews 
and time control. 

O. Sam Cummings, president National 
association, asked how any one could be 
gloomy about a business that reached a 
103-year peak in 1937 with 110 billions 
in force on 64 million policyholders. 
Yet not more than 7 percent of life 
values have been covered, he said. 

A. W. Atwood, Washington journalist 
and editor, said it is difficult to conceive 
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“TELLING POINTS” 
is a booklet of facts about 
NWYNL highlighting vari- 
ous phases of the Com- 
pany’s record in simple, 
visual style. The 1938 
edition of “Telling 
Points,” from which 
the pages here repro- 
duced were taken, is now 
in the hands of NWNL 
fieldmen, who annually 
find it one of their most 
effective selling tools. 
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ef a system where it is not advantage- 
ous to accumulate the reserves which 
life insurance provides. Life insurance 
is the most dependable security there is. 
It takes care of the family and has a 
$40,000 inheritance tax exemption. Un- 
til there is a shift to absolute state so- 
cialism, “we need to make individual 
plans for the future,” he said. Mr. At- 
wood was introduced by Abner Thorp, 
Jr., editor Diamond Life Bulletins, who 
said Mr. Atwood was the first man in 
the country to popularize life insurance 
through a general publication. 


Chairmen of. Committees 


A: round table discussion was urged 
between business, capital and labor, as 
the solution to current economic ills by 
F. H. Van Orman, former lieutenant- 
governor of Indiana, who spoke on 
“Whither Are We Drifting?’ H. S. 
Hatfield, Northwestern Mutual, presi- 
dent. Cincinnati association, presided at 
the morning session and G. W. Johnson, 
Northwestern Mutual, vice-president, 
was chairman in the afternoon. H. 
Mulford, Union Central, won a $15 door 
prize and Edgar Richardson, Mutual 
Benefit, Lexington, received a Charley 
McCarthy doll. Attendance was over 
300. Sales congress committee chair- 
men were Mr. Johnson, speakers; John 
Manss, Columbia Life, arrangements; A. 





R. Jaqua, THE NATIONAL UNDERWRITER, 
programs; C. R. Weil, Northwestern 
Mutual, tickets; J. C. Benson, Union 
Central, attendance; Sid Marean, Union 
Central, publicity. 


Consider N. Y. Industrial Bill 
at Hearing in Albany 








ALBANY, N. Y.—A number of in- 
dustrial life company officials attended 
a legislative committee hearing here on 
a bill to reguiate industrial life agents 
contracts. C. G. Taylor, vice-president 
Metropolitan, while saying the Metro- 
politan would not be affected since it 
does not have agency contracts contain- 
ing provisions complained of, urged the 
bill be referred to the code revision com- 
mittee for study. He said it involves 
problems that cannot be given proper 
attention at the present short legislative 
session. 

Mr. Taylor said the Metropolitan does 
not make any charge against agents 
for surrender of a policy for cash, nor 
for a policy lapsed after three years. 

We pay an agent a commission on 
business that is in force during the full 
year. We do not pay commissions on 
business that lapses during the first 
year,” he said. There were times during 
depression when it was necessary for 





a family to lapse some of its insurance 
in order to provide funds to carry the 
balance, Mr. Tayor said. 

The bill, he felt, might encourage 
agents to advise surrender of old poli- 
cies rather than newer ones. He said 
the restriction in subdivision 2 of the 
section that a company should not be 
prohibited from contracting with its 
agents to charge any agent a sum not 
exceeding commission on any policy 
written by the agent on the request of 
any one who has terminated a policy 
not more than three months before, or 
who terminates a policy within three 
months after such policy is written, is 
too low. He said six months or a year 
would be better. 





Nebraska Sales Congresses 


The Nebraska Life Underwriters As- 
sociation announces that H. J. Cum- 
mings, vice-president and agency man- 
ager of the Minnesota Mutual Life; 
L. B. Pennywell of the Columbus Mu- 
tual Life and A. B. Olson, vice-presi- 
dent Guarantee Mutual Life, will be the 
chief speakers at the series of sales con- 
gresses to be held the week of April 4 
at Fremont, Grand Island, North Platte, 
Omaha and Lincoln, Mr. Cummings 
appearing on two of the programs with 
the others speaking daily. 
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$9,000,000 INCREASE 


in insurance in force during 1937. An increase 
of 7% above that for the preceding year or 
about 3% above the average for all companies. 
This increase is reflected in the incomes of our 


. A liberal agency contract. 

. A plan for financing your agency. 

. Accounting methods to guide you. 

. Proven plans for finding—training agents. 
. A liberal financing plan for your agents. 

. A unique supervisory system. 

. Organized Selling Plan. 

Unusually effective seling equipment. 


Policies for every purpose: Regular—Juvenile—Women 
—Group—Payroll Savings, etc. 


10. Low Monthly Premiums. 


A $212,000,000.00 Mutual Company, 58 years old with 
an understanding cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 














N. Y. Savings Bank Life 


Insurance Bill Passed 


Goes Through Both Houses 
Legislature at Last Minute }y 
Good Margins 


ALBANY, N. Y.—The assembly 
passed the Livingston savings bank jp. 
surance bill by a vote of 110 to 34, | 
had already been passed by the senate 
37 to 12, after a heated debate. 

Expressing willingness to support ; 
sound savings bank life insurance mex. 
ure but condemning certain violations of 
sound insurance practice contained jy 
the Livingston-Piper proposal even in 
its amended form, the New York Stat 
Life Underwriters Association, through 
the chairman of its general committer 
S. L. McCarty, issued a statement re. 
iterating the position it took in its reso. 
lution of Feb. 7 that if New York is to 
have savings bank life insurance it 
should be only on a sound basis. 

The association objects to the bill o 
the ground that banks would not need 
to send premium notices to policyhold- 
ers moving outside the state; that 
though there is a limit of $3,000 per life 
there is nothing in the law to enable 
banks to determine whether more than 
$3,000 is being bought by any one per- 
son; that, counter to the trend toward 
better qualified agents, the bill would 
permit establishment of agencies indis- 
criminately, the only qualification being 
approval of the superintendents of bank- 
ing and insurance; and that nothing has 
been done to correct the undesirable 
proposal of having the state insurance 
department in the insurance business 
instead of being solely a regulatory av- 
thority. : 

In the latter connection, the statement 
pointed out that the bill would tend to 
destroy the American system of checks 
and balances, whereas substitution of an 
independent corporation established by 
the banks to issue life insurance would 
leave the insurance superintendent free 
to continue supervision of all insurance 
without the possibility of treading on the 
toes of any member of his department. 

Leaders in the state association fore 
see complications in the bill’s failure to 
make any provision for checking up 
the violation of the $3,000 per life limit, 
since the time honored insurance law 
and tradition is that coverage in force 
two years is incontestable. The associa 
tion would insert a provision to the ¢t- 
fect that any savings bank insurance 
above $3,000 would be void except for 
return of premiums. 


Cummings’ April Schedule 

From Vancouver, B C., to Portland, 
Me., is the ambitious speaking schedule 
mapped out by O. Sam Cummings ° 
Dallas, president National Association ot 
Life Underwriters, for April. Conclu¢- 
ing his far-western tour, which began 
March 15, Mr. Cummings will_speak - 
Vancouver April 1, Salt Lake City Ae 
4, Denver April 5, St. Louis April - 
going thence to Chicago, Elgin, Ill, 
dianapolis, Des Moines and Davenpor 
Ia. His eastern itinerary includes iat 
chester, Schenectady, Boston, Portlat 
and Providence. 


James R. Duffin Dies "i 

LOUISVILLE, KY.—James R. Duin, 
67 years of age, attorney and. ie 
president Old Inter-Southern L 
early Wednesday at his home i t 
Born in Cincinnati, he was raise ew 
English, Ind. and attended Cen 





Normal College, Danville, Ind. Hee 
was superintendent of schools an ‘on 


trict state committeeman for the )@ ed 
cratic party in Indiana. He bate 
at New Albany, Ind., before com 


of the Inter-Southern. His contro 
lost to the Caldwell & Co. mi", 
of Nashville. Funeral services Wi... 
at 2 p. m. Friday, with burial at 
Hills. 
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Sales Points Given Gillette 
Agency at Gathering 





Boileau and Woodward Discuss 
Effective Methods at Detroit 
Staff Gathering 





DETROIT—Life insurance should be 
slid in army fashion, Wallis Boileau, 
Jr, Philadelphia, second vice-president 
Penn Mutual, told the Lee M. Gillette 
general agency. of that company at a 
luncheon here. An army commander 
facing a battle considers five salient 





WALLIS BOILEAU, JR. 


points, he said: What his mission is, 
who or what his enemies are, what sup- 
porting troops he has to depend upon, 
what his plan of campaign will be, and 
his final decision on movements. 

The life agent’s mission is to distribute 
as widely as possible the great service 
life insurance can perform for its pol- 
icyholders—and to make a living. His 
enemies are obstacles and objections. He 
should strengthen his answers to com- 
mon objections raised by prospects and 
should conquer fear, which is doing 
much to stem the tide of progress in the 
business. This fear usually is based on 
incomplete knowledge of life insurance. 
Remember that your prospect is more 
atraid of you than you can possibly be 
of him. Other obstacles are inaction on 
your part and the competition of other 
expenditures for the prospect’s dollar.” 

Among supporting troops are the 
marvelous record of life insurance 
through depression years, ability of com- 
Panes to meet obligations in full, their 
plan of investment management which 
safeguards funds, adaptability of life in- 
surance to cover almost any need, train- 
ing facilities offered by companies, pres- 
fa of company and great service for 
‘ue insurance consciousness being per- 
formed b , 

; y government through the so- 
cial security plan. 

€ suggested as a plan of campaign 
od use of the secial security theme 
on buying life insurance; use of 
whe advertising, use of salary 
ps Plan, better prospecting plans 

Hes of time control. 
cn * ~ agents to decide they 
gardless “pe = of underwriting re- 
out and do st 10ons—and then to go 
sad "nmche"at ogee mane 
sales ss ofc ged greater use of 
which Gross ered by companies, from 
new enth ry agent should be able to get 
ning ia usiasm and stimulation. Plan- 
that * le! factor leading to success 

YOu come to the office in the morn- 

g ee to do, no one 
said, | « » you will do nothing,” he 
whether kts if you work hard, 
your nacu Sell a policy today or not 
ve day is coming.” ; 

Y agent should learn to make sev- 





eral attempts to close in each sales in- 
terview, he said. The close should be 
planned from the start and approached 
from several different angles. 


Fight for prepayment, he urged. There’ 


is no time when an agent is in so fine a 
condition to sell as right after he has 
made a sale. He advised against resting 
on the oars after a sale. “Go right out 
after your next most likely prospect. 
Strive to sell every day. You won't 
make it every day but if you try to close 
one case each day you will find you have 
closed a lot more at the end of the year 
than you thought possible.” 





Effort to Change Premium 
Tax Basis in Ohio Fails 


COLUMBUS—With the adjournment 
of the Ohio legislature, efforts of the 
Ohio department to secure an amend- 
ment to the law on taxing gross pre- 
miums of foreign insurance companies, 
failed. However, the legislature prob- 
ably will be called back later to pass on 
relief legislation, and an attempt will 
then be made to have the amendment 
adopted. The proposed amendment 
strikes out the phrase “paid for reinsur- 
ance in companies admitted to do busi- 
ness in Ohio,” and sustitutes the words, 
“received for reinsurance, etc.” Some 
companies have contended that the law 
in effect provides for double taxation. 





Situation in California 


In view of the decision of the United 
States Supreme Court in the famous 
Connecticut General Life case, the gov- 
ernor of California summoned the legis- 
lature in extraordinary session so that a 
constitutional amendment can be sub- 
mitted to the people which would have 
the result of changing the premium tax 
base in the state from retained premi- 


ums written to direct premiums written. | 


The governor estimates that unless the 
amendment is passed, the state will lose 
$1,000,000 in revenue annually. The 
present law provides for taxation of 
gross premiums less return premium, 
less premiums paid for reinsurance. 
Under the Connecticut General Life de- 
cision, the reinsurer cannot be taxed 
upon the premiums it receives through 
the reinsurance route unless the rein- 
surance treaty was effected in California. 

It is imperative, the governor’s proc- 
lamation stated, that immediate action 
be taken toward proposing the consti- 
tutional amendment to the people for 
adoption next November. Unless the 
method for taxing insurance companies 
is changed as soon as possible, the loss 
exceeding $1,000,000 per year will be 
continued for at least two years longer, 
according to the governor. ° 

The amendment would provide for a 
tax of 2.6 percent upon the amount of 
the gross premiums, less return premi- 
ums, received upon business done in Cal- 
ifornia other than premiums received for 
reinsurance and for ocean marine. There 
will be deducted from this premium tax 
the amount of taxes paid by a company 
on real estate owned by it in California. 

The amendment would provide the 
taxes assessed prior to the effective date 
of the amendment and uncollected, shall 
be collectible. There is a strong retal- 
iatory provision against states which 
impose more -severe requirements on 
California companies or their agents 
than California imposes upon the com- 
panies and agents of such states. 

The legislature March 11 passed a 
constitutional amendment and an amend- 
ment to the political code to support the 
former. 

The Arkansas legislature, now in 
special session, is dealing with the same 
issue. No change in its constitution is 
required. New Jersey, too, has the mat- 
ter before it. Legislation has been 
passed by the lower house and now 
awaits action by the senate. 

The Kentucky governor has signed a 
bill to assess the premium tax on net, 
direct premiums written instead of upon 
net, retained premiums to overcome the 
effect of the Connecticut General de- 
Cision. . 
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SAY ET With 
PROTECTION! 
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HILDREN say it with love—and faith! Mother says it in a 

thousand gentle day-by-day ways. It’s up to you, don’t 
you think, Dad, to say it a man’s way—with protection? Give 
this vital gift—protection—to those you love. Make sure 
now —today—that your little family is safe, no matter what 
happens to you. 

A Good Plan at Small Cost! 

Our new Lincoln National Life Salary Continuance Plan 
makes this possible for a very modest deposit. Pays your 
family (not a lump sum—too often taken by the unscru- 
pulous) but a regular monthly “salary” during the first be- 
wildered years of readjustment, should you die. Pays you 
a life “salary” also, if you live beyond retirement age. This 
is a wise policy. A family policy. Safe, sensible, inexpen- 


sive. See your local Lincoln agent for full details. Or write us. 


More than $950,000,000 Insurance in Force 
Reprinted from the March 12 issue of Saturday Evening Post 
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NEW ENGLAND CONGRESS IS PRACTICAL 





action. The mechanics of the two are 
distinctly separate, he said. 

Good trial lawyers won’t win every 
case, but they expect to win any given 
one. Fine surgeons lose a patient now 
and then, but they have supreme confi- 
dence in themselves and their ability; 
they cannot visualize any logical conclu- 
sion but success. That is the crux of 
the entire question of mental attitude, 
Mr. Levy said. If they fail, it does not 
discourage them. They have resilience 
and bounce right back. 

“This philosophy of success to my 
mind is just what makes life insurance 
men. and women successful if they are 
successful, or failures if they are fail- 
ures,” he went on. “What makes up 
proper mental attitude? (1) Tempo: 
That is, seeing the right man at the 
right time at the right place on the 
right idea. I don’t care how effective a 
message we have or how smooth our 
delivery is, if we are seeing the wrong 
man, or if there just isn’t need, or if it 
is the wrong time and place, we might 
just as well save our breath. 

“(2) Resourcefulness: The ability to 
think on one’s feet and to turn an ad- 
verse situation to one’s advantage. For 





example, I believe that we can all add’ 


substantially to our business by closer 
cooperation with lawyers. I go on the 
premise that a good lawyer knows as 
much about law as a good insurance 
man knows about insurance, and if I find 
myself on a spot where the prospect’s 
lawyer is making things difficult, I try 
not to be stampeded. After all, a man’s 
attorney is in most cases his confidant, 
and whether the objections that I must 
overcome come from my prospect or 
from his lawyer, I try to meet them as 
intelligently as possible, and thereby 
gain the lawyer’s confidence. 

“Tf I once do that, I have not only 
eliminated a threat, but have probably 
gained a valuable ally. I find that the 
best way to do that is not to argue, 
which is always futile, but to be consci- 
ous of the fact that the lawyer is prob- 
ably trying to maintain prestige in the 
eyes of his client just the way I am. 

“(3) Confidence: The confidence born 
of adequate preparation as typified by 
organized sales talks. After all, organ- 
ized sales talks are only crystallized 
ideas which have already brought re- 
sults. 

“Somebody once said that the main 
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progress in 1937... New Insurance paid-for in- 
creased 5% over 1936... Insurance in Force made 
a gain to over $193,000,000 . . . Income exceeded 
disbursements by more than $1,300,000 ... The Bond 
Account increased to $5,550,000—no railroad or 
public utility bonds held, and no bond in default 
. « « Over $2,300,000 new mortgage loans made, 
bringing total to $16,000,000 . . . Mortality again 
favorable—under 58% of the expected ... Payments 
to Policyholders and Beneficiaries for 1937 over 
$5,000,000—$2,750,000 to living policyholders—and 
total of these payments carried to $116,000,000... 
This Company of Strength, Security, and Progress 
continues to serve faithfully in its Forty-fourth Year 
. . « 1938 offers agency opportunities if qualified. 


Indiana made splendid 
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INSURANCE COMPANY 
Indianapolis 
Indiana 
. . « OLD-LINE MUTUAL 
































difference between a big producer and 
a small one is that the big producer 
knows what to do and does it, and the 
small one knows fully as well what to 
do, but just doesn’t do it. Well, one of 
the things certainly not to do is talk 
too much, and organized sales talks defi- 
nitely curb this tendency. The essence 
of organized talks is their simplicity. 

“No talk is worth anything unless it is 
delivered with a degree of aggressiveness, 
by which I mean persistent enthusiasm. 
All this talk about aggressiveness lead- 
ing to high-pressure and unhealthy sell- 
ing is just plain hokum, in my estima- 
tion. They are just excuses we use for 
not going back. Personally, I will ga 
back to see a man as often as I have 
an idea for him. I don’t care what a 
man thinks of me today or how much 
of a pest he thinks I am as long as he 
has reason to be thankful some day that 
he met up with me. 


Aggressiveness in Getting 
Settlement Is Desirable 


“I believe that aggressiveness is a 
great help in getting settlement on bind- 
ers, which is to my mind a tremendous 
advantage in the placing of additional 
business. After all, a prospect becomes 
a client only while he is making out a 
check. As soon as the ink is dry, he is 
immediately a prospect again for any 
other idea which fits his specific picture. 
After all, programming a man’s insur- 
ance estate is not like selling a safe or 
a locomotive. One man probably will 
buy only one safe during his business 
career, but he will buy as many different 
life insurance policies as he has the need 
for. And again, trying to place addition- 
als is a fine way to conserve your own 
business. 

“It is my opinion that we can never 
be sure of our prospect’s saturation 
point, and we are much more likely to 
under-estimate his ability to pay than to 
overestimate it. 


Accomplishment Is Best 
Evidence of Prestige 


“The final factor in mental attitude is 
prestige, and there is no prestige equal 
to that of accomplishment. Men like to 
do business with successful men, and 
better yet, they like to talk about it just 
the way they like to talk about their 
doctor or their lawyer. Enthusiasm is 
infectious, and it is particularly impor- 
tant at a time like the present. Ralph 










Virginia Department Gets - 
Independent Status 





















































RICHMOND, VA.—Incorporated ; 
the newly enacted Virginia agents j, 
censing law is a provision enhancing ty 
position of the state insurance adminis, 
trator. Heretofore he has been “ingy, 
ance superintendent” under the commis 
sioner of insurance and banking. No 
he becomes “insurance commissione 
and the department is a separate tj 
from that of banking, under the stg 
corporation commission. The Change 
becomes effective 90 days after the py. 
sage of the law. George A. Bowles, why 
is president of the National Associatiq 
of Insurance Commissioners, will 
come the first “insurance commissioner’ 
of Virginia. 
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Engelsman said last week that a rece 
sion such as we are passing through i 
a direct challenge to creative salesma. 
ship; not only doubling but redoubling 
our thinking about what we say and 
and our efforts to sell. 

“Careful thought may result in a word 
or phrase or a gesture which may b 
responsible for many sales, but certainly 
a period like the present is a fine spct 
to develop our natural resources as sel: 
ers, because after all, the sale is close 














Two Supervisors Are Named — 
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GLENN A. STEARNS 


Two appointments in the agency de- 
partment have been made by the Union 
Mutual Life. Glenn A. Stearns, who has 
been connected with the home office as 
supervisor, has been promoted to super- 
visor of agencies with supervision over 
New England territory. William W. 
Malcolm of Hartford has been named 
supervisor of agencies, with supervi- 








‘with the Sales Research Bureau. 














not in the mind of the prospect, but in Som 
the mind of the salesman. Lead 
Harold P. Cooley, general agent New ; 
England Mutual, Portland, Me., gav = 
his fine talk on his selling formu 
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Interesting Papers Given at 
Medico-Actuarial Meeting 





Dr. J. M. H. Roland, medical directer 
Baltimore Life, presented a paper, ac- 
empanied by slides, on “Personal Com- 
ments on Pregnancy in Life Insurance 
Underwriting” at a joint meeting of the 
Middle Atlantic Actuarial Club and the 
Middle Atlantic Life Insurance Medical 
Directors Club, held in Washington, 


D.C. 
Dr. Roland stated that the purpose of | 


his paper was “to throw whatever light 


we may on the question of whether the | 


pregnant woman is a desirable prospect 
for insurance.” Tabulations for various 
age groups, separating white and col- 
ored, compared death rates of females 
in general with death rates among preg- 
nant women. Bureau of Census Reports 
for the U. S.- at large were compared 
with reports for Maryland, a largely 
uban state, and the advantages of well 
conducted pre-natal clinics were brought 
out. The conclusion reached was that 
companies could afford to insure preg- 
nant women, charging an extra single 


| premium the amount of which would be 
determined by various factors entering 
into each individual case. 

Another instructive paper, on “Mor- 
tality Tables in Life Insurance,” was 
presented by C. A. Taylor, actuary Life 
of Virginia. He pointed out current 
troublesome misunderstandings of mor- 
tality tables, stressing particularly the 
fiction of the statutory valuation mor- 
tality table. He stated that “these obso- 
lete tables produce reserves and require 
surrender values that are within our 
reach, and in spite of the fact that they 
obstruct development occasionally, they 
present no substantial troubles, provided 
their role is really understood.” 

Mr. Taylor especially decried the mis- 
leading conclusions that could be ob- 
tained from the convention blank gain 
and loss exhibit through the use of the 
valuation mortality table and he warned 
against the tendency to place too much 
confidence in the ratio of actual to ex- 
pected mortality, per se. 











Southland Merger Effective 


Something About Men Who Are 
Leading Factors in the New Organi- 
zation 


DALLAS—Merger of the Gulf States 
Life and the Southland Life into a new 
and larger Southland Life was formally 
completed this week when the offices of 
the Gulf States were moved into the 
Southland Life building and the new of- 
fiers took charge. The new company 
is headed by A. Morgan Duke, formerly 
head of the Gulf States. 

In addition to officers announced last 
week, Paul V. Montgomery, formerly 
vice-president and actuary of the South- 
land, becomes actuary of the new com- 
pany; Col. W. E. Talbot, agency direc- 
tor, and Lorry A. Jacobs, director of 
public relations, positions they held with 
the old Southland. The executive com- 
mittee of which H. L. Seay, Sr., for- 
metly president of the Southland, is 
chairman, has named the following to 
the finance committee: J. E. Owens, 
chairman; A, Morgan Duke, vice-chair- 
man; H. R. Mitchell, H. L. Seay, Sr., 
J. W. Carpenter and W. C. McCord. 
The roster of junior officers will be an- 
nounced later. 


Duke Is Driving Force 


The driving force behind this merger, 
which results in a company with more 
than $185,000,000 of insurance in force 
Fe assets in excess of $28,000,000 is Mr. 

luke. Just 46 years old and a native of 
Tyler, Texas, he is the son of a life in- 
‘urace company executive and has been 
je life insurance business all of his 
Se phe chain leading to the new 
, lithland Life was started in 1929 when 

C organized the Trinity Bond & Invest- 
4 Corporation. 

~,,sUgust, 1932, he organized the 
Re Life of Fort Worth, which ac- 
ual the old Harvester Life of Dallas 
old Gulf acquired and merged with the 
the Bey states Security Life of Dallas, 

tt ined company taking the name 
pe A Gulf States Life. Also in_ the 
ourcha i years he and his associates 
aie the Commercial Standard, a 
it to Fe weany of Dallas, and moved 
cle. tt Worth, where it now is domi- 


= jong associate and business part- 
cutie tr. Duke is B. A. Donnally, ex- 
the sameice President of the Southland. 
Sate e position he held with the Gulf 
None r. Donnally is a native of 
in inpoe ity, Mo. He began his career 
and later be as an agent 18 years ago 
ena €came district manager and 
Organiants Manager. He assisted in the 
1on of and was secretary-treas- 


urer and a director of the Trinity Bond 
& Investment Corporation and upon for- 
mation of the Trinity Life was named 
its secretary and agency director. He 
became executive vice-president of the 
Gulf States. 

. W. Carpenter, chairman of the 
board, has long been associated with 
public utility interests of Texas and now 
is president of the Texas Power and 
Light Company. H. L. Seay, Sr., has 
been associated with the Southland for 
25 years and is one of the best known 
life insurance executives in the country, 
having been president of the American 
Life Convention. He has been in ill 
health for several months but will con- 
tinue in active association with the com- 
pany as chairman of the executive com- 
mittee. 

H. R. Mitchell, vice-president, is presi- 
dent of the Employers Casualty and the 
Texas Employers of Dallas. John E. 
Owens, chairman of the finance com- 
mittee and vice-president, is vice-presi- 
dent of the Republic National Bank of 
Dallas. Clarence E. Linz, vice-presi- 
dent, was long associated with the old 
Southland as vice-president. Mr. McCord 
secretary, was formerly secretary and 
actuary of the Gulf States. Harry L. 
Seay, Jr., treasurer, held that post with 


actuary, had been vice-president and ac- 
tuary of the old Southland since 1923. 
Mr. Jacobs. had been director of public 
relations for the old Southland for ten 
years. 


Mutual Benefit Convention 


More than 250 agents of the Mutual 
Benefit Life have qualified for the 1938 
convention to be held on April 6-8 at 
the Edgewater Gulf Hotel, Edgewater 
‘Park, Miss. Chairman of the agents’ 
committee on arrangements is C. E. 
Brewer, Jr.. New York City. Other 
members are F. H. Morris of the Cook 
agency, Chicago, and Tyer Sawyer of 
Milwaukee. 

Outstanding features of the program 
are three panel discussions on program- 
ming and settlement options, prospecting 
and handling objections which will re- 
place the usual convention speeches 

It is expected that about 500 persons, 
including wives, general agents, super- 
visors and home office officials will at- 
tend. 


Lee J. Dougherty, vice-president Oc- 
cidental Life of Los Angeles, in charge 
of its midwestern activities with head- 
quarters at Davenport, Ia. was a vis- 
itor in Chicago this week. 


Fred C. Williams, ex-president of the 
Lincoln (Neb.) Life Underwriters As- 





sociation, has been elected president of 
the Lincoln Council of Social Agencies. 


the old Southland. Paul Montgomery, 





Another dramatic full page on the Family-needs Fore- 
cast .. . appearing in March 5, Saturday Evening Post 
and March 14, Time. 


The FAMILY-NEEDS FORECAST 


makes the underwriter’s diagnosis 
truly professional 





Wwe" the X-ray is to medicine, the new 
Family-needs Forecast is to life under- 
writing. 


With this unique tool, Union Central men 
are able to show a prospect precisely what 
his family’s vital needs are going to be... 
are able to evaluate, almost to the dollar, 
how far his present insurance will go in 
caring for those inescapable needs. 


With such an accurate diagnosis to go on, 
the underwriter can prescribe with author- 
ity for the future. The proof that these 
prescriptions carry weight with prospects is 
shown in the steadily mounting sales of 
Union Central representatives. 


The UNION CENTRAL LIFE Insurance Company 


Vi 
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National Mid-Year Meet Has New Pattern 


(CONTINUED FROM PAGE 1) 


to give complete facts about the all-ex- 
pense tour to Mexico City following the 
convention and a skeleton outline of 
convention activities was presented. 
There is to be an extra session at Hous- 
ton. Instead of having Thursday after- 
noon free for recreation, there will be 
two seminars. The convention entertain- 
ment by the local hosts will be given 
Thursday evening and will consist of a 
Mexican fiesta. 


Cummings Opens Session 


President Cummings opened the ses- 
sion Saturday morning and proceeded 
to give his mid-year message. 

He referred to the growth of the or- 
ganization since its new structure was 
adopted in 1933. In that year member- 
ship totaled 18,750. In June, 1937, there 
were 26,854, a gain of 44 percent in the 
period. The number of local units in- 
creased from 258 to 312 today and the 
number of state associations from 17 
to 31. : 

Mr. Cummings declared he is moved 
by the savings bank life insurance agita- 
tion to advocate the setting up of a “cen- 
tral agency” to disseminate correct in- 
formation about insurance and _ the 
agency system. Such an agency, he sug- 
gested might be a department of some 
existing organization or a new enterprise 
financed by the companies. ‘Lhe agency 
would produce publicity releases, provide 
speakers for various types of meetings 
and have on the staff one or two full 
time speakers, who would be on the road 
most of the time. 


Importance of the Individual 


“The really important factor in asso- 
ciation work is the individual member,” 
he declared. “The whole program of the 
association is designed for him and the 
things about his work, his clients, his 
company, and the institution. Agents 
created local associations. Local associ- 
ations created the National association 
and the state associations. The danger 
in every growing organization, such as 
ours, is that we come to worship the ma- 
chine we have erected. The emphasis 
must be on the humanics rather than the 
mechanics. ‘ d 

“The apparent values in the National 
association are those which the member 
hears, sees, feels, and about which he 
acts in his home association. He hears 
an informative talk at a meeting of his 
association. He hears reports of con- 
structive activities in which he did not 
personally participate, such as the report 
of his local committee on legislation 
which has just returned from a confer- 
ence with a committee of the legislature 
of his own state. He sees the highway 
safety signs or posters erected by the 
safety committee of his association. He 
feels a new inspiration to service to his 
fellow men, to personal achievement, 
and to a higher standard of conduct in 
his work. He personally participates in 
a great association activity as a member 
of the committee on the Annual Mes- 
sage of Life Insurance to the Public. He 
is a member of a class in life insurance 
salesmanship conducted by his associa- 
tion. He hears, sees, feels and acts about 
his trade organization in his home asso- 
ciation, hence the emphasis in this im- 
portant gathering on local association 
work. 

“It is my earnest desire that this ad- 
ministration be characterized by a 
searching investigation, careful planning 
and aggressive promotion. 

“TLet’s be willing to challenge our poli- 
cies and practices which unusual growth 
may have rendered archaic, and to make 
such modification as may be necessary. 


Recalls Ten Objectives 


“T selected ten general objectives for 
this administration. With the assistance 
of Vice-president Johnson and Manag- 
ing Director Hull these objectives were 
phrased for publication, and the widest 
possible distribution has been made of 
the leaflet in which they have been 





printed, along with our constitutional 
objects. Objectives 1, 2 and 3 are re- 
lated to the business of life insurance; 
Objectives 4, 5 and 9 are related to life 
insurance selling and field representa- 
tion; Objectives 6, 7, 8 and 10 are re- 
lated to our own organization. 

“In our objective on publicity (dis- 
semination of sound information) is. in- 
serted information regarding not only 
life insurance, but its field representation. 
There is a continuous need for the dis- 
semination of correct information con- 
cerning the nature, scope and importance 
of the work of agents. 

“If there ever was a time when we 
should stress the responsibility and op- 
portunity for cooperation between our 
organization and the companies, this is 
the time. That is a major feature of 
our third objective. 

“The National association needs the 
American College but it is also true that 
the American College needs the National 
association. I am hopeful that in the 
leadership of our special committee on 
cooperation with the college and Na- 
tional Chapter, C. L. U., we can increase 
interest in the American College and its 
work of promoting higher standards of 
preparation for life insurance selling. 


Agency Practices Agreement 


“T consider the effort to improve 
agency practices through the promotion 
of the agency practices agreement, its 
adoption and application, as a major ob- 
jective of this administration of our or- 
ganization, as it has been a major ob- 
jective of two preceding administrations. 
At the meeting of your trustees on Dec. 
1, support of the agency practices agree- 
ment, exactly as originally drafted, was 
affirmed. This is a long-term project. 
We will diligently promote it this year. 

“We have been confronted with a dis- 
tinct threat to the agency system in the 
further expansion of savings banks life 
insurance. We have been vigilant to 





represent the interests of both policy- 
owners and agents. The spread of sav- 
ings bank life insurance, regardless of 
what other demands it may make upon 
our services, is a challenge to examine 
our qualification to render a needed, pro- 
ficient and acceptable service to the 
American people; a challenge to under- 
writers and companies alike to make the 
public conscious of the exclusive service 
the qualified underwriter is prepared to 
render. é 

“The remarkable success of life com- 
panies in this country is due in no small 
part to the agency system. If we are 
prepared to render and are rendering a 
needed service, our best defense against 
encroachments of governmental schumes 
and the entry of other lines of business 
into the life insurance field—if defense 
be needed—is widespread dissemination 
of correct information concerning the 
functions of the agent, and the manner 
in which the qualified agent is prepared 
to discharge his responsibilities in serv- 
ice to his clients. 


Not Too Alarmed 


“To those who are alarmed, who 
would have us believe that because of 
these new ventures in the field of life 
insurance the agency system will col- 
lapse, I have only to say that, in my 
considered opinion, potentially serious as 
the threat may be, proper vigilance and 
activity on our part, with needed sup- 
port by the companies and the support 
of thousands of policyowners who prop- 
erly evaluate legal reserve life insurance 
and who decry the encroachments of 
government into the field of business, 
the public will, itself, discriminate be- 
tween the services we are prepared to 
render and the plan offered by state sub- 
sidized schemes. 

“One of the most significant, develop- 
ments in our business has been the co- 
operative movement among. general 
agents and managers. Since this move- 





New York Association Banquet 








At the annual banquet of the New 
York City Life Underwriters Associa- 
tion: 

(Top)—Basil S. Collins, assistant vice- 
president Old Colony Trust Company, 
Boston, speaker of the evening; A. V 
Youngman, associate general agent Mu- 
tual Benefit Life and president New 
York Association, toastmaster; John 
Mulholland, magician, who entertained 
the gathering; Lloyd Patterson, New 
York City general agent, Massachusetts 
Mutual Life, and V. P. Whitsitt, general 
manager of the Life Presidents Associa- 
tion. 





(Bottom, left)—General Agent J. M. 





Fraser of the Connecticut Mutual Life 
in New York City and his brother, P. M. 
Fraser, executive vice-president of the 
same company, and formerly its general 
agent in New York. General Agent 
Fraser was host at a reception in honor 
of his brother preceding the New York 
association’s annual banquet, it being 
Vice-president Fraser’s 46th birthday 
and his 20th anniversary with the Con- 
necticut Mutual. 

(Bottom, right)—A. E. McKeough, 
Penn. Mutual Life, president Chicago 
Life Underwriters Association, and John 
J. Gordon, New York City general 
agent Home Life of New York. 





ment has been crystallized under the 
leadership of the National association, ; 
significant part of our program has beep 
the work of the General Agents’ & Map. 
agers’ Section. 

“We will make, in 1938, with the co. 
operation of our state associations, , 
carefully planned effort to build ney 
associations in every community jp 
which we believe one can be perma. 
nently maintained. Our goal is 50 ney 
associations for this year. We are get. 
ting our state associations to recognize 
the importance of a well-rounded pro- 
gram as distinguished from over-empha- 
sis upon one or two features. 

“We will make a special effort to haye 

every local association represented by 
at least one member at Houston. — 
« “We are planning through the com- 
nuttee on conference on local association 
problems, which we are recommending 
be changed in name to the committee 
on local association administration, a 
series of training conferences for local 
association leaders to be held in July 
under the auspices of our state associa- 
tion in the states that now have state 
groups. 
_ “I appointed a special committee on 
inter-association meetings. It is urging 
each local association to participate in 
at least one inter-association meeting 
with a neighboring association, if at all 
possible, during this administration. 


MANAGERS SECTION 








“In order definitely to relate the gen- 
eral agents and managers section to the 
National association, our organization 
began four years ago recognizing the 
leaders of the section by naming those 
so elected as the commiftee of general 
agents and managers of the National as- 
sociation. Heretofore, no publicity was 
given to that process. In order to more 
fully recognize the importance of the 
general agents’ and managers’ section | 
have this year named the members of 
the executive committee of the section 
as members of our special committee on 
general agents and managers. In order 
to continue this relation to the National 
association, and to continue the recogni- 
tion of this relation, I am recommending 
to the committee on by-laws that at an 
appropriate time they submit an amend- 
ment designating this as a standing 
committee. 

“Upon my recommendation, the com- 
mittee on finance submitted to the trus- 
tees at the meeting Dec. 1 a statement ot 
functions and policy of the committee 
on finance for consideration and action. 
With the adoption of this statement we 
laid the first recorded foundation of pol- 
icy and procedure, consolidating the 
sound practices that have been followed 
for many years, and new sound proced- 
ures that have been found necessary % 
other organizations. 


Stabilizing of Membership 


“With the probable stabilizing of uf 
membership in the near future, ever 
more careful planning of our financia 
structure will be necessary than during 
these recent years of rapid growth an F 
rapid increases in income. I have urs? 
that we anticipate this stabilization ¢ 
membership and income in our ot pel 
to every proposed expenditure. That a 
pansion of our program and aa 
growth of our organization will lea vit. 
new allocations of the funds is mé 
able. : pe 

“One of the objectives is the impr "id: 
ment of procedures at nationa - 
quarters. Certain additions ee 
nel and of physical equipment ae if 
made. We have a business © cela 
which any — company or agency ¢ 
well be proud. : 

“An administrative objective oben 
the appointment of board comm! omit’ 
policy. I have named to rte oar 
tees two or three members of the 
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he studies that they make are for the 
}ormation of the board, and only after 
ine board has acted upon their recom- 
endations does the information go to 
the organization as a whole. Board com- 
mittees are Committees on policy, as dis- 
inguished from our standing and special 
ccrmittees that are committees on pro- 
gram. Thus far I have appointed board 
committees On convention procedure, co- 
oration with other organizations, fra- 
ternal organization members, and women 
underwriters. 

“| appointed another board committee 
to plan the program for the two days of 
the mid-year meeting. 


ler the 
ation, 3 
as been 
& Man. 


the co- 
ions, a 
ld new 
lity in 
perma- 
50 new 








re get-——— 
pene COMPENSATING AGENTS 
empha- a 

“It has been my definite conviction 
1o have that our most serious field problem ex- 
ted byfisted in the method of compensating 
; agents. On one hand we are seeking to 
2 com-M raise the standards of life underwriting 
ciation @ and the selection of better qualified per- 
ending § sons and are trying to improve field con- 
mittee M ditions by such devices as the agency 
ion, al practices agreement, whereas, on the 
r local @ other hand, the average life underwriter 
n July @ hardly makes a decent living. The de- 
ssocia- @ pression brought this problem definitely 
> state toa head. Not only did the depression 

adversely affect the income of present 
tee on M agents, but it has made it increasingly 
urging dificult for companies and agencies to 
ate in recruit new agents. Depression condi- 
ieeting @ tions also led certain companies to adopt 
at all @ policy forms and commission schedules 


Nn. that have the effect of reducing the in- 
come of agents. 

“At the very foundation of our field 
problems lies, in my opinion, the prob- 
lem of agent’s compensation. Not a 
single company executive with whom I 


e gen- § have conferred in confidence in the last 
to the ff five years has failed to agree with me 
zation § that something must be done to suffi- 
g the § ciently alter our plan of compensation 
those § to give our average agent a decent living 
eneral § income, or all of the effort we put forth 
al as- § to improve field conditions will go for 
y was § naught. Not a single general agent or 
more § manager with whom I have conferred in 
yf the § confidence in the same period has failed 
tion | § to agree that some change seems neces- 
ers of HP sary, 
ection 
ee on | Research Work Started 
order “Instead of dropping this problem in 
tional | the laps of the companies, with some 
cognl- | specific proposals, I deem it essential 
nding } that we engage in diligent research and 
at - carefully study the data assembled be- 
nend- } fore we make any definite recommenda- 
nding | tions. In naming a committee to direct 
d this research, study the data assembled 
com and prepare recommendations, because 
trus: J of the character of this new project I 
ent oO! F felt it wise to assume the chairmanship 
nittee Personally, I named to serve on the 
ya committee, representing the board, Hol- 
7 “4 = J. Johnson and Ernest W. Owen. 
Me oe managers’ section executive 
so ae I named Frank Summers, 
irl boc is also a member of our board, 
ogi = Phil Hobbs of the general 
a 3 and managers’ section, and Sid- 
a ee, a member of its executive 
= tee. The committee has already 
oa one meeting, with Mr. Hull in at- 
f our b ance. The necessary research has 
ever fen started, and will continue. 
aoe 7 Agency Officers 
,and f 1 am hopeful that the Life Age 
urged Officers’ Association will ple ow 
yn of — to appoint a similar commit- 
roach th © conduct research, study the data 
t eX- wan assemble, and formulate recom- 
inner ae ations on this subject. If such ac- 
ad t0 itl taken, our committee will hold 
nevit- . I readiness to meet with them 
Jointly if they invite us t d 
i “Forts 0 do so. _ 
rov wi ‘unately I arranged to give my 
cco associatin’ “ . work of the National 
as or the 
been jdministration. hae be sea in 
mn - ‘ities were to discharge the responsi- 
cou Progra Posed by the character of the 
Sram undertaken, Incl di his tri 
sus to ichmond I uding this trip 
. 650. mil 1 I have now traveled 28,- 
eS ot. B States se filling engagements in 17 
Te tiends j through the invitations of our 
oard. n Canada, in two provinces. I 








already have definite engagements sched- 
uled during the balance of March, April 
and May that include engagements in 
23 additional states and another prov- 
ince. My schedule, therefore, covers 40 
states and 3 provinces, and involves 
travel of approximately 50 thousand 
miles. My travel itinerary for the bal- 
ance of this administration is completed, 
and no other invitations can be expected.” 


Zimmerman Explains Program 


C. J. Zimmerman, Connecticut Mutual, 
Chicago, the association secretary, who 
had planned the mid-yéat meeting pro- 
gram, explained the ideas which the com- 
mittee had pursued in shaping the meet- 
ing. Instead of, as in the past, devot- 
ing the day to a series of committee re- 
ports, the committee decided to have ma- 
terial of particular use to local associa- 
tions. Hence Mr. Zimmerman had some 
of the committee chairmen merely take 
a bow, including: John A. Witherspoon, 
John Hancock, Nashville, business stand- 
ards; Phil B. Hobbs, Equitable Society, 
Chicago, general agents and managers; 
John W. Yates, Massachusetts Mutual, 
Los Angeles, cooperation with American 
College. 

Holgar J. Johnson, Penn Mutual, 
Pittsburgh, the association vice-presi- 
dent, gave a discussion on association 





administrative problems. He empha- 
sized the importance of having as direc- 
tors persons that represent the member- 
ship and that function actively. Too 
often men are elected to the board as a 
means of giving them recognition. 


Administrative Talent 


The officers likewise should be se- 
lected on the score of administrative tal- 
ent. They should not be elected merely 
as a reward for “faithful service.” 

He mentioned that some associations 
undertake to insure continuity of ad- 
ministrative authority by having officers 
advance through various grades, for in- 
stance from second vice-president to first 
vice-president and then to president. The 
danger in that system, according to Mr. 
Johnson, is that some ambitious mem- 
bers might be discouraged from mani- 
festing initiative because the reward of 
office is too distant. 

The association secretary, he said, is 
the liaison officer with the National as- 
sociation. 

The treasurer should be a man, Mr. 
Johnson asserted, who can develop 
“financial consciousness” in the associa- 
tion. Frequently the president, eager to 
make a record, will embark on expen- 
sive ventures. Unless there is an “ad- 
ministrative treasurer” who has his eye 





on “financial sources,” the association 
may get into a financial jam under such 
a president. 

Frequently an association can take on 
new life merely by having some stand- 
ing committee that has been inactive, get 
into action. This is a means of initiat- 
ing a new activity. 

Inasmuch as the success of an asso- 
ciation depends largely upon the cooper- 
ation of general agents and managers, 
the general agents and managers com- 
mittee is extremely important. 

There must be, according to Mr. 
Johnson, a group that has constantly at 
heart the continued success of the as- 
sociation by making sure that leader- 
ship is always developing. 

Roger Hull, managing director, 
took issue with Mr. Johnson, saying the 
national committeeman rather than the 
secretary is the liaison officer with the 
National association. Mr. Johnson re- 
plied that both may very well stand in 
that capacity. 

R. U. Darby, Massachusetts Mutual, 
Baltimore, inquired whether the national 
committeeman customarily attends direc- 
tors’ meetings. Mr. Johnson said he is 
usually invited to attend but rarely ex- 
ercises the privilege. 

A: delegate from Durham, N. C., said 
the Durham association has as chairman 
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of the executive committee its national 
committeeman and the arrangement is 
most satisfactory. 

Mr. Cummings presented Robert E. 
Cecil, manager in the Philippines, for 
West Coast Life, who spoke briefly. 

R. L. Jones of New York, the per- 
petual National treasurer, instead of giv- 
ing his usual financial report, conducted 
a discussion of budget and finance. He 
posed the question whether, in making 
the budget, the program of activities 
should. be first mapped or whether the 
probable income should be first appre- 
hended. 

Earl Colborn, Connecticut Mutual, 
Rochester, N. Y., suggested that the de- 
sired activities be set down, then the 
probable income determined and finally 
the projected activities be trimmed to 
correspond if necessary. 

Each association, he declared, should 
have a determined budget, carefully 
planned. 





BUDGET ACTIVITIES 





Mr. Jones said the type of man who 
is chairman of the budget committee is 
important. He suggested there be a 
committee of three including the pres- 
ident, men of “noted conservative ideas.” 
The budget committee should, he said, 
“sit on the safety valve.” ; 

Mr. Hull, in response to a question 
from Mr. Jones, said the Pittsburgh as- 
sociation has the largest treasury of any 





practically all associations have higher 
dues for managers than for agents. 

Karl Madden, Penn Mutual, Daven- 
port, Ia., said the dues were increased a 
few years ago with successful results. 
Membership increased from about 60 to 
more than 90; the members are satisfied. 
They are free of assessment. Managers 
pay $25 a year; district agents $15 and 
agents $10. 

On a show of hands, about half of the 
delegates reported their associations 
make money on their sales congresses. 
New York, Mr. Jones said, always 
makes money on its congress and the 
amount of the profit frequently deter- 
mines whether the association will end 
the year in the black or the red. 

R. U. Darby said in Baltimore mana- 
gers pay $25 and agents $8 with a net of 
$6 for cash in advance. 


Hull Final Morning Speaker 


Roger Hull gave the final address of 
the morning. He paid tribute to Mr. 
Cummings as having devoted his entire 
time to association affairs. Mr. Hull 
said he has curtailed his traveling and 
is handling at headquarters additional 
“organizational” details. New office ma- 
chines have been purchased and the 
headquarters personnel has been in- 
creased. 

Mr. Hull asserted there is need of a 
sustained program of public relations 
and he strongly endorsed the recom- 
mendation of Mr. Cummings that a cen- 
tral publicity agent be created. He de- 
plored the fact that it was necessary for 


cordingly the agent must have a mental 
ability level that will enable him to 
work among prospects of superior intel- 
ligence. In a conversational interview, 
the “mental ability level” of a prospective 
agent cannot be judged, Mr. Cummings 
contended. 

P. B. Magruder, Metropolitan Life, as 
president Richmond association, spoke 
in appreciation of the National leaders 
having come to Richmond. 

Holgar Johnson presided at the after- 
noon session. 


Program in Chicago 


Harry T. Wright, Equitable Society, 
Chicago, opened the afternoon session as 
chairman national membership commit- 
tee. He called upon A. E. McKeough, 
W. A. Alexander & Co., president Chi- 
cago association, to describe what the 
Chicago unit is doing to promote mem- 
bership. 

Mr. Wright stated the companies have 
been cooperating to the utmost this year. 
Mr. Cummings had, he said, written to 
the chief agency executive of each com- 
pany, asking support, Mr. Wright asked 
general agents to “plug” the matter of 
membership at their head offices as 
often as possible. 

As of March 1, Mr. Wright reported, 
the National association is ahead 2,000 
in membership. 





PUBLICITY WORK 

















to hold joint meetings. Such events, h¢ 
said, promote good fellowship and gaiy 
good publicity. Smaller associations, }y 
combining, can get better speakers, 
strong association combining with 
weak one can stimulate the latter. These 
functions should be planned early in th 
year. He referred to the successful jp. 
ter-association meeting of Ogden anj 
Salt Lake City. St. Paul and Minneapp. 
lis are getting together April 18, the me 
from Mankato, Duluth and Rocheste 
being invited as well. Oklahoma City 
and Dallas are committed to telescope 
meetings. 


Danger of Support Waning 


Mr. Cummings substituted for Leste; 
Schriver of Peoria in reporting on the 
agency practices agreement. He said the 
danger lies in support waning as the first 
flush of enthusiasm wears off. The 
agreement is a “long pull” project, he 
said. Continued and active support of 
its principles is needed. Local agents 
should take action to convince the com. 
panies there is still vital interest in the 
agreement. 

Isadore Samuels, New England Mu. 
tual, Denver, reported for the “on to 
Houston” committee. He gave a rous- 
ing pep talk. It was a gracious gesture 
because Mr. Samuels for three years 
led the Denver forces in competing for 
the national convention against Houston, 


Mexico City Trip 


An all-expense trip to Mexico City 
following the convention has been ar- 
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association. Steacy Webster, Provident : ; ee Frank B. Summers, New York Life, | ranged. He urged tha ae Dall 
Mutual, Pittsburgh, who was in the au- | the local life underwriters associations | poston, reported as chairman publicity | tions oreanize perti . ol Kansa 
‘ ge : : to spring into action in behalf of certain v4 a ty | tions organize parties to make the trip. 
dience, said there is a standing balance a: agg ee lg ee ae committee. National releases, he said,|The quotations included transportation m ‘he él 
of about $2,000 and in addition there is “aa ga etter 3 ew as Savings | “hit” the papers in those towns where | and accommodations to Houston, five —=< 
usually a balance ranging from $3,000 to | a's fy pac cd lag suing rather ~4Ma-1 the local publicity chairman is on the | full days at the Rice Hotel, Houston 
$4,000. Pittsburgh dues are $10. , job. Releases are sent direct to the | transportation and accommodations to CON’ 
Mr. Jones pointed out there were five Cummings Luncheon Speaker newspapers from headquarters. Copies | Mexico City, five days at the Geneva |’ —— 
Pittsburgh representatives at Richmond : are sent to the local association presi- | Hotel, Mexico, including meals, sight- The 
and contended that financial well being | The luncheon was held in the meet-| dents. Then the local publicity chair-| seeing cars. The entire cost from Bos- roto 
and interest in association work go|ing room. President Cummings gave | man should call on the editor. That, he|ton, for instance is $283; New York pi 
hand-in-hand. an address on selection of agents by | said, is the “double barreled” method. | $971; Chicago $232; Houston $178. wale 
H. G. Wischmeyer, John Hancock, | use of so-called rating charts. Money| In Kansas City, the local people have : : includ 
Cleveland, was called upon to tell some- | 1s to be saved by avoiding appointment | broken through the resistance of the pa- conve 
thing of the situation in his city. Dues of potential failures and the business is | pers. The newspapers there are now |EDUCATIONAL PROJECTS there 
are probably the highest in the country. | to be saved the humiliation of having | “begging” for material for a weekly in- of the 
General ‘agents and managers of com- | Produced failures. Any technique to | surance column. - : i 
panies with a billion in force pay $10 a | Supplement personal judgment in select-| C, J. Zimmerman reported as chair-| _. Ray, Hodges, Ohio National Life, Cin- wome 
month; the others pay $6 a month, as do| ing agents should be investigated, he | man of the program committee for the | “Mati, conducted a discussion on edu- table 
industrial managers. Ordinary agents | said. Although there is no substitute | Houston convention in September. The | C2tional projects of local associations. Tue 
pay $1.50 a month; industrial agents $1 | for personal judgment rating charts do | meetings will be held in the new, air He referred to the Annual Message of round 
and new ordinary men for their first 15 | develop important facts. There are some | conditioned city auditorium. The me- Life Insurance.” A special committee B ..” 
months in the business pay $1 a month. | things a man can’t tell about himself in | chanical facilities, he declared, are all has been appointed headed by Arthur wome 
Dues are collected through the agency | any interview. Intelligence level, domi-| that are needed for a “perfect show.” Youngman of New York. The essay B og in 
offices. The budget is balanced each | nant characteristics, vocational interest | The local entertainment feature will be | COtest starts March 26. The “Scholas- agent: 
year and there is a reserve account of and other qualities can only be deter- | Thursday evening of convention week. tic Magazine” is getting the story to 
about $3,000. mined by use of such instrumentalities | It will consist of a Mexican fiesta. On | bigh school teachers and students. Lo- B Funct 
Earl Colborn, Rochester, N. Y., said | as rating charts. both Wednesday and Thursday after- om eperenens aes arrange for dis- Th 
his association always keeps within its : e noons two seminar sessi i . | tribution of additional copies. . , 
budget. John Witherspoon said in Nash- Source of Quality Business romney er will be con He emphasized the value of public BF the q 
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Mr. Jones advocated high dues. The | level, those who want to discharge their N. B. Maddox, Penn Mutual, Knox- lawyers, trust officers, etc. d . vie a 
larger the dues, he contended, _ the obligations to their families and associ- | ville, reported as chairman of the new Gume for a public meeting is during P i 
greater the respect for the association. | ates. | It comes from the top half of the | committee on inter-association meetings. insurance week. will b 
On a show of hands, it developed that ! intelligence level of the country. Ac- | The idea is for two or more associations | Commends St. Louis Plan of the 
Study groups are worthwhile. St J be a 
FIGURES FROM DECEMBER 31, 1937 S etal These groue ae cone! Te 
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George Washington Life. 4,716,105 2,361,231 18,521,022 +370,530 478,313 insurance. A 16 page pampnr 50 Mm Vote 
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+ 1,178,719 
—412,644 
—687,925- 
+ 673,232 


3,933,900 
2,293,031 
200,882 
401,8407 


12,960,090 126,754,292 

11,483,737 115,134,258 
656,400 

3,755,4328 


+ 4,285,014 

—3,724,540 

46,032,750 —18,513,250 1,576,568 1,809,357 

60,423,545 1,734,109 2,845,650 3,706,806 
5Life only; accident and health $99,932. 
SAdult only; juvenile insurance of $1,188,225 not included. 
7Contingency reserve, including balance general fund $1,015,284. 
8Includes certificates revived. 


3,065,070 
2,749,440 


4,863,732 
5,039,097 


2,888,782 
3,805,571 
1,357,939 
2,530,756 


3,782,556 
4,956,192 
2,598,610 
3,026,309 


Indep. Order of Foresters 44,543,354 
Neighbors of Woodcraft. 
Ww ORR 2 no 0,00 os 


floor of the House the other day ' 1 
the original provision to subject a = 
the dividends on paid-up life port. 
In Toledo, O., he said, the loca, a 
ciation was furnished with a list re 
lative representatives in the district. 


3,182,221 
15,577,111 


" in 1 
1Exciudes $210,000 general contingency reserve. 
*Less reinsurance. 
8Life only; accident and health $349,256. 
*Life only; accident and health $119,106. 
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MToledo association was urged to stage 
a dinner for these legislators. Such an 
wmeyvent was conducted and proved suc- 
cessful. The same thing can well be 
done by all associations. It not only 
ives the insurance men an acquaintance 
with the legislators, but enables them to 
sll insurance to the legislators, This 
produces the impression upon the legis- 
lators that the agents constitute a re- 
gectable element in the community. 

Agents in one state should take an 
interest in legislation in other states. 
Unfavorable legislation is “catching” he 
said. 

Mr. Johnson turned the meeting back 
to Mr. Cummings. 

The election of the nominating com- 
mittee was conducted. Mr. Cummings 
placed in nomination these 15: 

J.C. Hardin, Kansas City Life, Roan- 
oke, Va.; W. H. Andrews, Jr., Jefferson 
Standard, Greensboro, N. C.; Charles 
Axelson, Northwestern Mutual, Chicago; 
Alex. Dewar, Equitable Society, Los 
Angeles; O. D. Douglas, Lincoln Na- 
tional, San Antonio; A. Leroy Johnson, 
Sun Life, Jacksonville; Lyman E. King, 
New England Mutual, Topeka; W. M. 
Lateer, John Hancock Mutual, Peoria, 
Ill; Karl E. Madden, Penn Mutual, 
Davenport; Roderick Pirnie, Massachu- 
setts Mutual, Springfield, Mass.; Earl 
















ort of 
agents 
> com: 
in the 


d Mu- 
‘on to 
| TOUS 
resture 


ears 
og for Schaeffer, Fidelity Mutual, Harrisburg, 
uston. | 2a; George Smith, New York Life, Bos- 


ton; Steacy E. Webster, Provident Mu- 
tual, Pittsburgh; Frank Wenner, 








> City fH Connecticut Mutual, Utica, N. Y.; Fred 
en at-  LWeifel, Equitable of Iowa, Toledo. 
ssocia- Dallas Alderman, Kansas City Life, 
e trip, fm Kansas City, officiated as chairman of 
tation je the elections committee. 
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yeneva 

sight- There was distributed a pamphlet in 
1 Bos-  rotogravure, giving facts about the 
York J arrangements for the Mexican trip fol- 
. lowing the Houston convention and 
—— § including an outline of events during 


‘ convention week. On Monday, Sept. 19, 


) there will be an early morning meeting 
—— § of the trustees. The national council is 
>, Cin- scheduled to convene at 10 a. m. and the 
1 edu- fj Women’s quarter million dollar round 
ations, ‘ble dinner will be held that evening. 
age of uesday morning the million dollar 
mittee @ ‘Und table members will get under way 
Arthur @ With their usual breakfast session; the 
essay @ “Omen underwriters division will start 
holas- @ Of in the morning as will the general 
ry to fe *8ents and managers section. 


. Le Functions on Tuesday 


yr dis 

- tare will be a luncheon Tuesday of 
in ic @ the directors of the National Chapter 
10 “th on - and the women underwriters will 
." ave a Dutch luncheon. In the after- 
i noon, the women’s division, general 
ng le HH agents and million dollar men will con- 


fey their sessions. That evening there 
2 on a dinner meeting of the directors 
ob ¢ American College and there will 
¢ a public meeting in the Coliseum 


e wd ‘ponsored by the Houston association. 
cern ¢ public meeting was a successful in- 
onflict ween last year in Denver 
vance ednesday morning the fir: 

\ r st general 
= r knameaal session will be held. At noon, 
nis supervisors will have their luncheon 


an as- Canes annual meeting of the National 
pter C.L.U. will take place at lunch- 


d i. be Wednesday afternoon there will be 
g the be seminar sessions for the convention 
sles 0 pe. whole and at 4:30 p. m. the national 
on al — will have its second session to 
eo the peng meets and select the place of 
! eh will 1 = aoetings That evening there 
Ae x Place the annual dutch dinner 
A in ee C.L.U. chapter and later 
4 oe “0 | an come the president’s 
‘ons. eral ney morning there will be a gen- 
pay des prostion session and there will 
a, oun — Seminar sessions that after- 
ao ursday evening will come the 
lation Benersy ertainment. There will be a 
on > oe convention session Friday morn- 
ritho and the final feature will be a fel- 
0. a 4 hour at noon Friday. 
~ so IE lasted yes meeting of the trustees which 
ase Bp the re day, the full reports of 
iy 4 Thes S committees were studied. 


€ reports had been mailed to mem- 





bers a week ahead. Those attending the 
national council meeting the next day 
got a glimpse of certain portions of the 
reports. 

C. Vivian Anderson, in his full report 
as chairman of the committee on law 
and legislation, explained what had been 
done regarding the so-called Lonergan 
amendment that would exempt from tax 
the proceeds of insurance definitely ear- 
marked for the payment of federal in- 
heritance taxes. 

Representatives of the National asso- 
ciation had a conference with Roswell 
Magill, under-secretary of the treasury. 
He expressed the belief that the amend- 
ment should not apply to old insurance 
and should probably apply only to the 
difference between the cash value and 
the facé value. The first suggestion was 
ruled by the life insurance people as be- 
ing out of the question because it woul 
induce twisting. 


Loss of Revenue Too Great 


Mr. Magill took the position that the 
loss of revenue on the passage of such 
an amendment would be too great; that 
very few estates would be thrown into 
insolvency because of forced liquidation 
inasmuch as the extension of time to 
meet the taxes can be granted for a 
period of eight years and that the prob- 
lems of administration would increase to 
such a point that it would be virtually 
impossible to administer an estate where 
insurance is being earmarked for taxes 
without involving additional cost in set- 
tlement. 

In view of the position of the treasury 
department, Mr. Anderson stated it 
seems advisable to enter into a cam- 
paign of education with leaders in the 
house and the treasury department to 
win them over to the position of the 
National association. Mr. Anderson 
pointed out that a large number of per- 
sons have already divested themselves 
of incidents of ownership in their insur- 
ance and a large amount of the new in- 
surance being purchased for tax pur- 
poses is written in such a way as not to 
be part of the insured’s estate. Mr. 
Anderson contends that the increased 
difficulties of administration can be elim- 
inated by setting up insurance trusts in- 
stead of making the insurance payable 
directly to the treasury department. 
Life insurance is an indemnity against 
loss by death and should not be treated 
in the same manner as real estate, stocks 
and bonds. 


Estates Are Divided 


Because of high estate taxes men are 
dividing their estates with their wives 
and children and thus greatly reducing 
the total revenue from the combined in- 
dividual estate. The breaking down of 
estates involving closely held corpora- 
tions may have a detrimental economic 
effect on business. If the government 
would make it easier for men to pay the 
taxes on the estates which they have 
accumulated, the present rapid dissipa- 
tion of estates would not be continued 
and the total revenue from both income 
and estate taxes would be increased. 

Mr. Anderson said the time has now 
come when there should be a conference 
with the treasury department in regard 
to rulings which affect life insurance. 
Many of these rulings, according to Mr. 
Anderson, do not follow the law. 





ASSOCIATION PROBLEMS 





Foster A. Vineyard of Little Rock 
submitted a report to tlie committee on 
local association problems. He suggested 
that at the Houston convention the con- 
ference on local association problems be 
incorporated in the national council 
meeting on Monday of convention week. 
In future years, if sufficient interest de- 
velops, a separate meeting might be held 
at some other time during the week. 

Mr. Vineyard recommends that local 
association officers be urged to arrive in 
Houston in time for the Monday meet- 
ing. He recommends the panel discus- 
sion treatment to bring out how local 
associations are successfully meeting 
their problems, building attendance, in- 





























To The Insurance Fraternity 
of the Southwest and the United States 


Last week—to be specific, on March 8th—an important trans- 
action was announced to the public and to those engaged in the 
life insurance profession. On that day, through the purchase of 
the controlling stock of The Southland Life Insurance Co. by 
The Gulf States Life Insurance Co., two of Texas’ greatest life 


insurance concerns were consolidated. 


A new board of directors comprising a wide sweep of finan- 
cial representation was elected and immediately imposed respon- 
sibility for the management of the greater Southland Life Insur- 


ance Co. on an executive committee 


Carpenter, Chairman, A. Morgan Duke, Harry L. Seay, Sr., | 
Homer R. Mitchell, John E. Owens, B. 
Carpenter, W. C. McCord, and Dr. Hall Shannon. 


Placed in direct charge of agency activities were B. A. Don- 


nally, Executive Vice-President; Col. 
Director, and Joe Woodward, Assistan 
the day following the announcement of 


representing 90 per cent of the production of the consolidated 
company met in Dallas, for a convention. Practically all of 
them returned to their homes that night after having pledged 


their loyalty to the newly constituted 


ee 


composed of John W. 


A. Donnally, Lewis T. 


W. E. Talbot, Agency 
t Agency Director. On 
the consolidation, agents 








company. Production is 


continuing at full speed and our splendid and enlarged loyal 


agency 
meeting held in Dallas. 


The new company represents insurance in force of $183,630,618 
and assets of $28,506,067.96, as reported Dec. 31, 1937, making 
it one of the outstanding companies in the entire Southwest. 


We, the newly elected officers of the company, pledge the 
utmost of our abilities to the upbuilding of the new and greater 
SOUTHLAND Lire INsuRANCE Co. At the same time we take 
this opportunity to thank uncounted hundreds of the insurance 
fraternity who have extended hearty good wishes, congratula- 
tions and sincere desire to be helpful to us in our happy task. 
We are daily receiving scores more such felicitations and thank 
in advance those whose good messages are on the way. To all of 


you in this GREATEST FAMILY IN THE WORLD we extend 


our sincere wishes for every success. 
Sincerely yours, 


GQ 





President. 
OFFICERS 
ohn W. Carpenter Clarence E. Linz 
nr of the Board Vice-President 
A. Morgan Duke W. C. McCofd 
President Secretary 
B. A. Donnally Harry L. Seay, Jr. 
Executive Vice-President Treasurer 
Harry L. Seay, Sr. Dr. Hall Shannon 
Chairman, Executive Committee Dr. J. T. Montgomery 
Homer R. Mitchell Medical Directors 
Vice-President and Chairman Paul V. Montgomery 
Finance Committee Actuary 
Lewis T. nter Col. W. E. Talbot 
Vice-President and General Counsel Agency Director 
Malone, Lipscomb, White & Seay Lorry A. Jacobs 
Associate Counsel Director Public Relations 
AGENCY OPPORTUNITIES 


Agency opportunities are still available for enterprising 
citizens to make a full-time connection with us. For com- 


plete particulars, write 
B. A. DONNALLY, Executive 


SOUTHLAND LIFE INSURANCE CO. 
Home Office: Southland Life Building » 


force undoubtedly will reach the goal pledged at the 


Vice-President 








Dallas, Texas 











seem 





18 


THE NATIONAL 


UNDERWRITER 


March 18, 193 








terest, finances, education of the public, 
raising the prestige of the business, etc. 
He proposes that officers of local asso- 
ciations be asked to submit nominations 
of men to sit in on the panel. 

He proposes that a questionnaire be 
addressed to local presidents asking cer- 
tain questions about their association af- 
fairs. One of the members of the panel 
discussion should be thoroughly ac- 
quainted with the results of that survey. 


One-day Training School 


He referred to Mr.. Cummings’ project 
to establish a one-day training school in 
the various states for new local associa- 
tion officers who are elected in May and 
June to take over their duties as of July. 
Mr. Vineyard recommends that such 
conferences be held. He states that a 
tentative outline of such a meeting has 
been prepared. This year the meetings 
will be, somewhat experimental, he ob- 
served, sand they will be improved in 
subsequent years. He recommended that 
the panel discussion. treatment be used 
at these meetings.. Much of the routine 
preparatory work can be done at na- 
tional headquarters, he said. 

Mr. Vineyard stated that he did not 
desire to make a recommendation re- 
garding the employment of a “field sec- 
retary.” The appointment of such a 
functionary has been under consideration 
for several months. 


Agency Practices Committee 


Lester O. Schriver, Peoria, Ill, was 
not able to attend the meeting but he 
submitted a report as chairman of the 
committee on agency practices. 

The committee, Mr. Schriver stated, 
is more convinced of the efficacy of the 
program than at any time since the plat- 
form was laid down. Last October, he 
recalled, the national committee headed 
by W. W. Jaeger, Bankers Life of lowa, 
was notified by the Equitable Society 
that it was requesting an amendment to 
the agreement and the field force of the 
Equitabie was notified that they were 
free to proceed on the assumption that 
the amendment had been effected. Mr. 
Jaeger notified the Equitable that the 
matter would be taken up at the meet- 
ing of his committee Nov. 30. That com- 
mittee voted unanimously not to amend 
the agreement in any respect. 


Sustains Jaeger Committee 


On Dec. 1, the National Agents As- 
sociation voted to sustain the action 
taken by the Jaeger committee. Since 
the December meeting at least one com- 
pany has withdrawn from the agreement 
and another. has expressed its intention 
of doing so, according to Mr. Schriver. 
These developments caused considerable 
anxiety, but Mr. Schriver states in re- 
cent months there has been a definite 
crystallization of sentiment in favor of 
prosecuting the original objective and se- 
curing additional signatories. The Jaeger 
committee has advised all signatory 
companies of its purpose to adhere to 
the agreement and to encourage other 
companies to join. 

A number of local associations and 
at least one state association have 
adopted resolutions endorsing the pur- 
pose of the agreement. Ninety-eight per- 
cent of the sentiment is in favor of strict 
adherence, he said. 


Membership Committee 


Harry T. Wright, in his full report 
as chairman of the membership com- 
mittee, recalled that last November the 
committee endeavored to have a state 
chairman appointed in each state. A 
quota was assigned to each state. 

The national headquarters supplied 
25,000 bill heads to 200 associations. 
The committee emphasized the necessity 
of billing members promptly on Jan. 1. 
A new 100 percent award certificate for 
agencies was sent to each local associa- 
tion. 

A new deduction authorization card 
has been printed for the use of general 
agents and managers who follow the 
plan of deducting the membership dues 
from the agents’ commissions. 

H. T. Burnett, vice-preside 
Life, sent a letter to his rep 
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Present Aetna Life Trophy 








The H. W. Florer general agency at 


Grand Rapids, Mich., was announced 
winner of the president’s trophy award 
at the Aetna Life general agents’ con- 
vention in Miami last week. Regional 
awards went to general agencies at 
Newark, Duluth, Denver and Washing- 
ton. 

The annual awards are made to the 
agencies showing greatest general im- 
provement in increased business, devel- 
opment of full time organization, con- 
servation record, quality of production 
and improvement in other phases con- 
tributing to a progressive organization. 
The national award goes to the most 
outstanding agency, regional awards to 
those exceeding in the four remaining 
regional divisions of the field organ- 
ization. 


Four Sectional Winners 


Mr. Florer’s agency, representative of 
the central region, was selected the best 
agency in 1937. Section winners were: 
A. G. Derr agency, Newark, eastern; 
P. D. Sleeper agency, Washington, D. 
C., southern; J. W. Kernan agency, Du- 
luth, western; and J. S. Edwards 
agency, Denver, Pacific region. All but 


the Sleeper agency at Washington were 
awarded winners for the first time in the 
nine years the company has presented 
the trophies. The Washington agency 
was listed as national winner in 1934 
and regional in 1931. 


General Agents’ Records 


H. W. Florer has been general agent 
since 1933. Three years previous, he 
served as a home office agency assist- 
ant. A. G. Derr of Newark has been 
with the Aetna since 1912 although he 
has been Newark general agent only 
since 1933. Previously he headed agen- 
cies in Pennsylvania and Florida. P. D. 
Sleeper, a graduate of the Naval Acad- 
emy and a C U., has headed the 
Washington agency since 1926. J. W. 
Kernan with the Aetna Life since 1924, 
was made Duluth general agent in 1931. 
J. S. Edwards, general agent at Den- 
ver since 1895, is a past president of 
the National Association of Life Under- 
writers. 

The president’s trophy awards are 
made of bronze, molded in pronounced 
relief and finished in silver. Weighing 
18 pounds, the trophies are mounted on 
black walnut. 








urging them to join their local associa- 
tions and the National association has 
capitalized on that letter. 

Arthur V. Youngman of New York, 
chairman of the committee on the an- 
nual message of life insurance, pointed 
out that the observance this year for the 
first time has been taken out of the 
realm of competition with the various 
promotional weeks. There will be an 
enlarged and more impressive version 
of the national high school essay contest 
and there will be an improved campaign 
of public education based on the experi- 
ence of previous years. 

The essay contest is under way with 
257- associations cooperating. The full 
story appeared in the Jan. 22 issue of 
“Scholastic Magazine” and reprints are 
being made available. These contests 
will close March 26. The state winners 
will be determined April 16, and the 
judging of the national contest will be 
completed by April 25 so that the prizes 
amounting to $1,375 may be awarded 
during the week, May 9-14. Mr. Young- 
man predicts that there will be more 
than 250,000 entries. 

The general campaign will embrace 
articles on life. insurance in national 
magazines and business journals, fol- 
lowed with a stream of news stories for 
the daily and weekly»newspapers. These 





will be coordinated with the national 
newspaper advertising campaign to be 
carried by approximately 700 daily news- 
papers in 400 cities. A life insurance 
“column” will be offered to the leading 
newspapers. There will be a double page 
advertisement in the “Saturday Evening 
Post” and a series of advertisements will 
appear in “Editor & Publisher.” Tie-in 
advertisements for the use of local asso- 
ciations and individual agents will be 
made available. There will be only one 
poster this year. Material for speeches 
= radio broadcasts will be made avail- 
able. 


No Consumer Booklet 


The consumer booklet has been elim- 
inated. Mr. Youngman said that in pre- 
vious years the element of sales pressure 
appeared during life insurance week 
when one person might be called upon 
by 10 or more agents, each of whom 
would offer the prospect a booklet and 
solicit him for life insurance. 

President Cummings submitted a re- 
port as chairman of a special committee 
on policy on women underwriters. 

He recalled that in 1933 the women 
underwriters committee was made a 
standing committee of the National as- 
sociation... Entirely outside of the asso- 
ciation setup, the women. organized a 


women’s quarter million dollar roung 
table. 

The by-laws include no reference to 
those groups within the membership 
that have a special community of inter. 
est such as general agents, superintend- 
ents, supervisors and women underwrit. 
ers. The general agents and managers 
operate under a resolution of the trys. 
tees which designates their group as the 
general agents and managers section, 
Supervisors have held a luncheon anny. 
ally and have no organization plans, The 
‘women underwriters have used the des. 
ignation “women’s division.” 

The time has come, according to Mr. 
Cummings, when the general agents and 
managers and the women underwriters 
should be recognized and tied more def- 
nitely into the organization’s structure. 

He suggested that the term “women’s 
division” be officially adopted. He ree- 
ommended that the present practice be 
continued of designating the standing 
committee on women underwriters as 
the executive committee of the “women’s 
division”; that the “women’s division” 
leaders be asked for a recommendation 
for appointment by the president as 
members of the women underwriters 
committee. 


Plans for Houston 


At Houston the women are planning 
to have the quarter million dollar round 
table hold its sessions prior to the open- 
ing of the convention. All women’s 
meetings during the convention itself 
will be for all women in attendance. 

The chairman of the women’s under- 
writers committee recommends that an 
allowance of $150 be made to the 
women’s committee to defray certain ex- 
penses. Inasmuch as the National asso- 
ciation does not budget sums to be ex- 
pended by chairmen of standing com- 
mittees, he states he does not favor 
granting an allowance for the committee 
of women underwriters. 

Last year the women’s committee 
chairman requested an appropriation to 
pay for an outsider to address the 
women’s division at the Denver conven- 
tion. That is a question for the commit- 
tee on convention program, according to 
Mr. Cummings. 





HELEN SUMMY REPORTS 








Helen Summy, Equitable Society, St. 
Joseph, Mo., made a written report as 
chairman of the women underwriters 
committee. She stated the committee 
has been seeking to develop the strength 
of established women’s divisions and to 
arouse interest of women agents in as- 
sociation work. A questionnaire was 
sent to various women’s divisions to as- 
certain the number of members, names 
of the chairmen, number of meetings 
held, something about the program, 
speakers, etc. 

Plans are being formulated for the 
women’s program in Houston, which i1- 
cludes an all-day meeting preceding the 
general session. Miss Beatrice Jones 0! 
the Equitable Society is chairman of ti 
program committee. Miss Helen Rock- 
well of Cleveland is chairman of the 
quarter million dollar round table group. 
She is planning a preconvention meet 
ing to be held the day before the w 
men’s day program. 


Riehle Gives Report 


‘ T. M. Riehle, chairman of the con 
mittee on past national presidents, _ 
that President Cummings had submittet 
to the committee four matters for = 
deliberation. One matter 1s when 
there shall be a zoning procedure “4 
conventions, so that one section nl 
country om not get more than its § 
of national conventions. ; 
Another matter was whether al 
nalists should be admitted to mem 
ship and the third was concerning 
status of national committeemen | 
The fourth matter had to do wit joc 
divisions of membership such oa 
agents and managers, women un 
ers, supervisors, etc. ics 
P. B Hobbs, in his report —— 
man of the general agents and m 
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committee, suggested that the theme for 
the general agents and managers day 
at Houston be “Training of the Care- 
fully Selected New Man.” Now 82 man- 
agers sections are affiliated with the Na- 
tional association and two or more are 
in process of organization. So far dur- 
ing the year two sections have dis- 
banded. 


Advocates Trust Councils 


Paul H. Conway, chairman committee 

on cooperation with trust officers, re- 
ported that life insurance trust councils 
have been organized in Baltimore and 
Atlanta. Formal organization of a coun- 
cil in St. Louis is expected shortly. 
Likewise, in Houston there is consider- 
able interest in the matter. Roger B. 
Hull was invited to sit at the speakers’ 
table as a guest of honor at the trust 
division banquet this year. There has 
heen a falling off in the number of com- 
plaints concerning unfair practice, con- 
ficting viewpoints and various types of 
misunderstandings between individuals 
in the two groups. There is a substan- 
til increase in the cordiality of the joint 
relationship. The committee has had 
some correspondence concerning coop- 
erative activities with C. P. A.’s. 





Ray Hodges’ Recommendations 





in addition to the points that he made 
in reporting to the national council, Ray 
Hodges, in his full report as chairman 
of the committee on education, stated 
that in conjunction with the committee 
on publicity a weekly or monthly col- 
imn of material on life insurance of 
interest to the public will be prepared. 
This will be made available to newspa- 
pers through local associations. The 
committee has been working in conjunc- 
tion with a company group on the 
project. 

He referred to the offer of the West- 
em Union Telegraph Company to rent 
time clocks to local associations for $15 
a year, completely installed. These 
carry a large advertising space. Mr. 
Hodges expressed the belief that such 
4 project could be used to advantage in 
the smaller cities where one or more 
clocks would present the desired pub- 
licity. The committee feels that if suffi- 
cient local associations are interested and 
would defray the cost of renting the 
clock, the National association should 
supply them with changes of copy free 
of charge. 

Since the Denver convention, Mr. 
Hodges, said, 2,500 copies of “Life In- 
surance Speaks for Itself’ by M. A. 
Linton have been distributed to colleges 
and public libraries. 


Committee on Conservation 


Ri: M. Duff, Equitable Society, Pitts- 
urgh, as chairman of the committee on 
‘uservation, recommended that compa- 
re furnish their managers the pamph- 
ny Conservation at the Source” and 
tofitable Selling,” which are published 
y the Research Bureau. 
Re E. Lackey, Massachusetts Mu- 
poe etroit, was not present but sub- 
ian a report as chairman of the com- 
Mr lack cooperation with attorneys. 
dead ckey said he was a guest at the 
acne Detroit in February of the un- 
haa Practice committee of the 
sid Pg Bar Association. Mr. Lackey 
a - msurance section of the Ameri- 
Cleveland’ ssciation at its meeting in 
te and next July will give a period 
toe “a ee to the National associa- 
Hull ns ackey suggested that Roger 
ment, appointed to fulfill that engage- 


Ian gGTARS Northwestern Mutual, 
4 pe ~ Sent an absentee report as 
He said a the committee on by-laws. 
securin “. Committee has been busy 
ormite in fom local associations con- 
tory prov; their by-laws to the manda- 
fies risions of the national regula- 
With about gommittee has been in touch 

Out 200 associations and most of 
brought their by-laws into 


who mad : 
Were made written reports 
John A, Witherspoon, John Han- 





Plans Countrywide Work 
as Library Group Head 








FOSTER A. VINEYARD 


Foster A. Vineyard, assistant general 


agent Aetna Life at Little Rock, Ark., 
will head a countrywide library work 
group as chairman of the Citizens Li- 
brary Association of Little Rock. Mr. 
Vineyard, 
worker for the Little Rock public li- 
brary, announced that his program. will 
be so arranged as to carry on work al- 
ready underway and to develop means 
of rendering 
through progressive educational chan- 
nels in providing county library service 
to those now denied it. 


who has been an active 


even greater service 


Arkansas has attracted the eye of the 


entire nation in new educational ideas 
and an appropriation of nearly $80,000 
by the state legislature made it possible 
for 10 Arkansas counties to launch li- 
brary programs, 
with the finest in the world. 


comparing favorably 


Mr. Vineyard is particularly interested 


in putting a new type of traveling library 
called the “bookmobile” in operation. Al- 
ready rural school children and P.T.A. 
groups have pledged to raise $500 to put 
the “bookmobile” in operation. A like 
amount is now being raised by the Citi- 
zens 
amounts will be placed together for the 
purchase of a traveling unit. 
present plans the “bookmobile” will op- 
erate five days a week in rural sections 
and one day in Little Rock. 


Library Association. The two 


Under 











cock, Nashville, committee on business 
standards; E. W 
troit, 
Furey, Berkshire Life, Pittsburgh, reso- 
lutions; F. B. Summers, New York Life, 
Boston, publicity; H. A. Hedges, Equi- 
table Life of Iowa, Kansas City, publi- 
cations, and J. Hawley Wilson, Massa- 
chusetts Mutual, 
safety. 


State Presidents Meeting 


Owen, Sun Life, De- 


International Council; W. 


Peoria, Ill., national 


At the meeting for state association 


presidents, conducted by O. D. Douglas, 
there was a full program of talks and 
discussion. 
speaker on “Formulating a State Asso- 
ciation Program for a Year.” 
Alderman, Kansas City, spoke on “Func- 
tions of State Association-Specific Ele- 
ments of the Program.” 


Mr. Douglas was the first 
Dallas 


Steacy E. Webster of Pittsburgh gave 


a discussion on sales congresses; Homer 
L. Rogers, Equitable Society, Indianapo- 
lis, on “Visitation of Established Asso- 
ciations”’; 
Iowa, Toledo, on “Financing a State 
Association.” 


Fred Zweifel, Equitable of 


President O. Sam Cummings gave a 


talk on “Relation of the State to the 
National Association,” and L. E. King, 
New England Mutual, Topeka, on “Re- 
lation of the State Association to the 
Local Association.” 


E. G. MacDonald, Sheboygan, Wis., 


led the discussion on “Publicity.” 


Throughout the meeting there was 


considerable discussion of savings bank 
life insurance. 





Ben H. Walker has been appointed 


district manager of the Equitable So- 
ciety at Birmingham, Ala, 











COUNTRY LIFE GAINS AGAIN 


Mortality 29.2% of the expected. 

Net interest earned 3.51%. No investments in de- | 
fault as to interest, and only one bond, for $2,000, was in 
default as to principal. 


New business for 1937—$15,300,000. 








STATEMENT OF CONDITION 
As of December 31, 1937 
ASSETS LIABILITIES 

eee $ 87,519,39 Policy Reserves .. .$5,107,032.00 

U. S. Gov't Securi- Installment Claim 
Oe ely 1,529,430.15 Reserves ...... 166,835.85 
Other Bonds .... 4,266,310.74 Other Liabilities .. 463,545.62 

Policy Loans 566,796.05 

Other Assets 474,058.67 Total Liabilities .$5,737,413.47 

Cap., Surpl. Cont. 
Total Assets . . .$6,924,115.00 Reserves ...... 1,186,701.53 
| apeapipantees $6,924, 115.00 


We submit again an annual statement of condition which gives us great 
satisfaction. Our total insurance in force exceeding One Hundred and Fifteen 
Million, together with our excellent showing in mortality, investments and other 
outstanding accomplishments, gives us a feeling of pardonable pride and new 
zeal to drive for greater heights. 


COUNTRY LIFE 


INSURANCE COMPANY 
608 South Dearborn Street 
Chicago, Illinois 
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WITH COMMONWEALTH YOU'LL FIND 
MUCH SMOOTHER SAILING . 


You'll cut sales resistance to a minimum through our 
close cooperation with you in meeting the problems of 
your client, Meanwhile, the many types of Commonwealth 
policies will extend your influence into ever-widening 
profit circles. 


IT WILL PAY YOU TO INQUIRE ABOUT THE PROFITABLE AGENCY 
OPENINGS NOW AVAILABLE. 


COMMONWEALTH LIFE INSURANCE COMPANY ‘ 
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Running Scandal Mongers to Earth 


SoMETIMES it pays a Company official to 
do some plain talking, to be very frank in 
his expression and to reveal what is back 
of attacks on insurance, There have been 
many poison gas bombs thrown by those 
trying to smother industrial insurance. The 
New York “World Telegram” has been 
sensational in its attacks without having 
sufficient information to back up its state- 
ments. Then in New York City, Morris 
H. SreceL, who conducts what he terms a 
servicing bureau, has been making what 
many felt to be exaggerated and unfair 
comment over the radio and in literature 
that was sent out. 

Therefore, CHartes G. Taytor, Jr., 
vice-president of the Metropo.iraNn Lire, 
spoke very plainly at the hearing before 
the New York senate insurance committee 
on the resolution to create a legislative 
committee to investigate life companies. 

Mr. TayLor undoubtedly felt that the 
resolution was introduced largely because 
of these public attacks and that the legisla- 


tors and the public did not have at hand 
the facts. 

There have been many general state- 
ments made, many demands forthcoming 
from labor agitators and broad criticism 
by Srecet. Mr. Taytor, therefore, ran 
down these scandalmongers to earth in no 
platitudinous terms. 

He called attention to the demands made 
by the C. I. O. group and then told boldly 
what would happen if these demands were 
met and how much the cost of industrial 
insurance would be increased. He stated 
that while no system of insurance claimed 
to be perfect, yet the suggestions that had 
been made and the criticisms set forth 
exaggerated some of the conditions and 
if an attempt were made to carry out 
what had been offered it would be detri- 
mental to the agents and policyholders and 
that much of value would be destroyed. 
Mr. TayLor is to be congratulated on his 
frank, fearless talk which presented facts, 
not fiction. 


Dr. Huebner Needs No Designation 


WHEN one writes the name of S. S. 
HUveEBNER in the insurance press no desig- 
nation is needed as to his position or city. 
Usually it is necessary to attach a proper 
tag to one so that he can be identified. 
Dr. HvuEsner is known to insurance people 
the country over. He has addressed prob- 
ably more insurance gatherings than any 
other man. He has been a constructive 
force in the thought that he has presented, 
especially as to the province and uses of 
life insurance. He was the founder and 
dean of the AMERICAN COLLEGE oF LIFE 
UnperwritTers and this year is celebrating 
his 25th anniversary as chairman of the 
department of insurance of the WHARTON 
ScHooL oF Finance & CoMMERcE of the 


‘books of his own. 


UNIVERSITY OF PENNSYLVANIA. 

Dr. HuEBNER was a pioneer in univer- 
sity work in connection with insurance. 
When the insurance course was established 
at the WHarTON ScHOoOL he was the only 
member of the faculty in that department. 
It now has 14 people that are giving in- 
struction. There were no text books. 
Therefore, Dr. HUEBNER had to devise text 
He wrote “Property 
Insurance,” which was published in 1911. 

Dr. Huepner has always stood for sub- 
stantial and sound business. In his insur- 
ance talks he has emphasized that factor. 
He has, been a carrier of light and wisdom 
as he journeyed through the country, talk- 
ing to insurance groups. 


Insurance Tieup with Social Security Act 


A NUMBER of agents are endeavoring to 
tie in one’s life insurance with the pros- 
pective social security benefits. Life 
agents are encountered these days with 
the inquiry as to what will be forth- 
coming under the social security act and 
they make a general reply saying that 
it will run from $20 a month to $80 a 
month. If, however, one is able to as- 
certain the income of a prospect and 
the amount of life insurance he possesses 


and then figuring that this income will 
continue over a number of years the 
agent will be able to figure out accur- 
ately just what a prospect may expect 
at age 65 if his life insurance is kept in- 
tact and the social benefit act has not 
been changed. Adding the two together 
will give a prospect his monthly income 
and he can then decide whether it is 
sufficient to meet his requirements at 
that time or not. 


Stressing Personal Insurance Service 


Dr. B. E. Wyatt, who was recently 
appointed educational counsellor for the 
AMERICAN COLLEGE OF Lire UNDERWRIT- 


ERS, in an address before the Detroit 
C. L. U., said that many agents worry 
about: savings bank insurance, state life 


insurance schemes, the social security act, 
etc. There is a vast difference between 
these public or semi-public plans and regu- 
lar life insurance. The classes to which 
Dr. Wyatt referred attempt to give some 
sort of benefit or indemnity without any 
service. Life insurance is intimately linked 
with a person’s needs, condition, responsi- 
bilities, demands and possible future. When 
he purchases insurance over the counter of 
a bank he gets no personal service. The 


policy that he buys may not be fitted 3 
all to his special needs. Dr. Wyatt, there 
fore, believes that far greater stress shoulj 
be laid upon service as one of the grey 
needs today in life insurance. As he said 
“We in the underwriting field are attemp. 
ing to do something for our clients above 
and beyond anything attempted by the 
other profession. We are attempting t 
plan for them for their entire lives an 
beyond.” 








PERSONAL SIDE OF BUSINESS 





Frank R. Davenport, agency secre- 
tary of the Old Line Life of America, 
celebrated his 25th anniversary with 
the company. He went to Milwaukee 
from. Kansas City in 1913 to become 
field superintendent. Later he was ap- 
pointed field auditor and in 1929 was 
appointed to his present position. 





R. D. Erwin, 71, of McKinney, Tex., 
died there. He was one of the original 
organizers and directors of the South- 
land Life. 





R. E. Cecil, manager in the Philippine 
Islands for the West Coast Life, was 
an interested observer at the mid-year 
meeting of the national council of the 
National Association of Life Underwrit- 
ers in Richmond. He has been on a 
trip away from his headquarters that 
will have consumed about seven months 
when he returns in June. It has been 
seven years since he has visited this 
country. From Richmond he went to 
New York and then will go to Hartford 
to spend some time at the Research Bu- 
reau. Later he will sail for Europe and 
will make his way back to the Philip- 
pines in an easterly direction. 





John Dingle, general agent Massachu- 
setts Mutual in Chicago, was elected 
president of the Dartmouth Alumni As- 
sociation of Chicago at the annual din- 
ner. President Ernest M. Hopkins of 
Dartmouth College was guest speaker. 
Mr. Dingle, since graduating in 1910, 
has been active in alumni work. His 
son, John, Jr., also is an alumnus, class 
of 1937. Both played on the basketball 
team, Mr. Dingle being captain. Mr. 
Dingle is in charge of arrangements for 
the Dartmouth musical club recital, to 
be held in Chicago April 2. 





A. C. McKenney, first vice-president 
of the Life of Virginia, is enjoying a 
Mediterranean cruise. 


Commissioner Sullivan of Washington 
made known an unusual honor which 
has been accorded F, E. Huston, deputy 
commissioner and actuary of the Wash- 
ington department. Mr. Huston recently 
received advice from J. B. McLean, sec- 
retary of the Actuarial Society of Amer- 
ica, that the society waived four exami- 
nations, customarily required, and had 
named him an associate. Mr. Huston 
has, for some time past, been an associ- 
ate of the American Institute of Actu- 
aries, having passed the required exami- 
nations, and with this new signal honor 
he becomes an associate of both organ- 
izations. 

Widespread recognition has been ac- 
corded Mr. Huston’s outstanding work. 
He has participated in many important 
convention examinations, including that 








which led to the reorganization of the 
Pacific Mutual life. He is a member of 
the blanks committee of the Nationa 
Association of Insurance Commission. 
ers, and has recently been appointed by 
the president of that association, to. 
gether with five other leading actuaries, 
to the important and extensive task of 
making a study of the needs for a new 
mortality table. 


_Frank Yetka, Minnesota  comnis- 
sioner, was called to his home at Clo. 
quet this week by the death of his 
mother, Mrs. Rose Yetka. 





George Avery of the Washington in. 
surance department, while en route to 
Los Angeles, suffered serious injury in 
an automobile accident near Ashland, 
Ore. His car went over an embankment. 
He and his wife are confined in an Ash- 
land hospital. 





The Evanston, IIl., “News Index” 
featured Roy L. Davis, assistant Illinois 
director of insurance, in one of its re- 
cent issues. Mr. Davis resides in 
Evanston and reported to the police de- 
partment that a small bantam rooster 
was wandering about his back yard with 
a forlorn look characteristic of a lost 
child. Mr. Davis regarded the visitor 
seriously and concluded that it had wan- 
dered far from its residential location. 
Therefore, Mr. Davis stated to the po- 
lice department that he had taken the 
rooster in hand, was supporting him 
and that the owner could have him by 
calling for the fowl. Some of Mr. Da- 
vis’ neighbors were of the opinion that 
this was a Democratic rooster that was 
wandering around. 





H. T. Adams, agency manager of the 
Equitable Society until ill health forced 
his retirement a year ago, died in At 
lanta. Burial was in Birmingham, Ala. 





A visitor to the head office of the 
Canada Life is W. R. H. Browne, who, 
with A. D. Dennis, was recently ap 
pointed agency supervisor of the British 
Isles division of that company. 


Dewey R. Mason, general agent Aetna 
Life, Syracuse, N. Y., addressed the Ad- 
vertising Club of Miami, Fla. He wa 
manager of the Jacksonville office of the 
Aetna Life for 16 years. 





Celebrating 30 years with one business 
institution and declaring that life has 
just begun at 60, Charles E. Bent, st 
ond oldest man in the Travelers “ 
Angeles branch office, accompanied J 
Mrs. Bent, is starting out on 4 ee 
months observance of the anniversani 
They will go to Central and sou 


America and to the British Isles, 
———1, 





se 





THE 





CINCINNATI OFFICE — 420 E. Fourth 8&t., 
Tel. Parkway 2140. Louis H. Martin, Mgr.; 
Abner Thorp, Jr., Director Life Ins. Service 
Dept.; C. C. Crocker, Vice-President. 
NEW YORK OFFICE—123 William St., Tel. 
Beekman 3-3958. Editorial Dept.—G, A. Wat- 
gon and R. B. Mitchell, Assoc. Eds. Business 
—N. V. Paul, Vice-Pres:; J. T. Curtin, 
Resident Manage: : 


7 


Fire and C 


NATIONAL 


News Editors: F. A. Post, C. D. Spencer. 


Price $8.00 a year 


Casualty, $5.50 a year. 


ATLANTA, GA., OFFICE—560 Trust Company 
of Georgia Bidg., Tel. Walnut 6867. W. M. 
Christensen, Res. Mgr. 


CANADIAN BRANCH—Toronto, Ont., 68 King 
St., East. Tel. Elgin 0543. Ralph B. Rich- 
man, Vice-Pres., W. H. Cannon, Manager. 


DALLAS OFFICE—811 Wilson Bildg., Tel, 
2-4955. Fred B. Humphrey, Mer. 


United States and 


in 
. Entered as Second-class 


Single Copies, 15 cents. 


UNDERWRITER 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO. Wabash 2704 


EDITORIAL DEPT.: C. M. Cartwright, Managing Editor. Levering Cartwright, Ass't. Man. Bditor. | BUSINESS 
Associate Editors: D. R. Schilling, J. C. O'Connor. Reding, 0. E- 


DES MOINES OFFICE—2315 Grand Ave., Tel. 
4-2498. R. J. Chapman, Res. Mer. 


DETROIT OFFICE — 1015 Transportation 
— Randolph 3994. A. J. Edwards, 
es. Mer. 


HARTFORD OFFICE—Room 606, 18 Asy 
St., Telephone 2-0855. R. E, Richman, 
In Combination 
June 9, 1900, at Post Office at Chicago, 


BUSINESS DEPT.: E. J. Wohlgemuth, President. H. J. 
ohn ohigemuth, Sec’y. Associate Managers: 


lum 
Vv. BP. 
with The National Underwriter 
Ill., Under Act, March 8, 1879. 


gpirios 


CE 
LIFE INSURAN 7RIDA! 


PUBLISHED EVERY 


dge, VicePr™ 
J, Bar Scanton, 0. C 


PHILADELPHIA OFFICE—1127-128 8 - 
Street. Telephone Pennypacker 3706. 
Smyth, Res. Mar. 


SAN FRANCISCO OFFICE_s01-44 Tne 
., Tel. EXbrook 3054. F. W. 
Bldg., Tel veuae Coast Balter 


Mer.; Miss A. V. Bowyer, 





cation 
won t 
Associ 
best es 
point « 
policyt 
of the 
conven 
of Lif 
geles. 
of the 
Los A 
office 
Creed,’ 
official 
Nation: 
On | 
plans t 


Vash 
known 
April 2 
Kind t 


high sc 
Bloomi: 
merce 
Dr. C 
home it 
gan hi 
director 
he went 
ERR 





Reinst 
Life ¢ 
funct 


DETE 
eral cou 
to the r 
defunct 
Insuranc 
the ame 
Pay $50,( 
mediately 
Portion 
former 


and state 
Provision 


Under. 
of Detroi 
und, in 
Provided 
third, fou 
Premiums 
ditional D: 
the face v 
Also the 
Vetroit 
50 Percen 
ceding cal 
Policies a, 
Company, 

wy, an 
ttoit Life 
the nine } 
the loadin 


New $F 
The 
Mitchen 
as an ‘i 
Over Pog 
1S0ciatio 
unn hag 


*80ciation 

















March 18, 1938 







LIFE INSURANCE EDITION 











minating with a long visit with their son, 
Donn Bent, assistant director of per- 
sonnel in the U. S. Department of 
Labor at Washington, D. C. 

Mr. Bent started his insurance career 
in 1903, entering the field in January, 
1907. Mr. Bent has been active in asso- 
dation work. In September, 1909, he 
won the prize offered by the National 
Association of Life Underwriters for the 
best essay on “Publicity from the stand- 
point of the agent, the company and the 
policyholder.” In 1924 he was chairman 
of the entertainment committee at the 
convention of the National Association 
of Life Underwriters held in Los An- 
gees. In 1925 he was elected president 
of the Life Underwriters Association of 
Los Angeles, and during his term of 
ofice wrote “The Life Underwriter’s 
Creed,” which later was adopted as the 
oficial creed of both the local and the 
National associations. 

On his return from abroad, Mr. Bent 
plans to get back into harness again. 





Vash Young of New York City, well 

known life insurance man, will speak 
April 5 at Bloomington, Ill, on “Be 
Kind to Yourself” at the Bloomington 
high school under the auspices of the 
Bloomington junior association of com- 
merce. 





Dr. Charles T. Cutting, 62, died at his 
home in Los Angeles. Dr. Cutting be- 
gan his insurance career as medical 
director of the old Boston Life. Later 
he went to the Pacific Coast as medical 





director of the Empire Life of Seattle. 
Subsequently he became connected with 
the medical staff of the Fidelity Mutual 
Life in Philadelphia, and the past few 
years has been engaged in general insur- 
ance claims work. 





Charles F. Adams, president of the 
Oregon Mutual Life, celebrated his 76th 
birthday. 


Carrol C. Day, Oklahoma general 
agent of the Pacific Mutual, was re- 
elected president of the Oklahoma City 
Better Business Bureau. 








Thomas A. Wilson, 30, head of the 
conservation department of the Pan- 
American Life, died in New Orleans 
after an illness of two weeks. 





Jack Morris of the sales department 
of the Business Men’s Assurance has 
been made editor of its agency bulletin. 
Since the resignation of Miss Chlo 
Peterson in June, 1936, who went into 
personal production, the responsibility 
for the bulletin has been divided among 
a number of persons Mr. Morris is a 
graduate of the School of Journalism 
of the University of Kansas. 





Harry T. Boone, 57, who represented 
the Pan-American Life in Panama, died 
at Ancon, Canal Zone. He had lived in 
Panama 25 years and was widely known 
in Central America. He was a brother 
of Daniel Boone, president of the Mid- 





land Life. 








NEWS OF THE COMPANIES 





Court Approves Amendments 





Reinsurance Contract Whereby the 
Life of Detroit Takes Over the De- 
funct Detroit Life Sanctioned 





DETROIT—Judge Moinet of the fed- 
eral court has approved the amendment 
to the reinsurance contract between the 
defunct Detroit Life and the new Life 
Insurance Company of Detroit. Under 
the amendment, the Life of Detroit will 
pay $50,000 to the Detroit Life fund im- 
mediately, and in addition an increased 
portion of the income received by the 
former on converted policies of the old 
company. One of the considerations of 
the agreement was the divorcement of 
the management of the new company 
from the American Conservation Co. of 
Chicago, 

The three main financial men now in 
the Life of Detroit are Fred A. Ossana 
of Minneapolis, Berry T. Stevens of Chi- 
‘ago and Estil Scott of Kansas City. 

se men formerly owned a large in- 
terest in the American Conservation Co. 
and state now they only own 25 percent. 


Provision of the Contract 


of per, the contract approved, the Life 
“oe agrees to pay the Detroit Life 
al Pez addition to annual instalments 
ths i , by contract on receipt of the 
orem ourth and fifth annual renewal 
diicaat on exchange policies, an ad- 
the fn Payment of $1 for each $1,000 of 
ee value of the exchanged policies. 
Detroit + Company agreed to pay the 
$0 pen fe fund as of March 1, 1938, 
edn pes of the loading for the pre- 
police Calendar year on all outstanding 
Ao be and contracts of the reinsured 
— Pes A. ' ~ — exceeding 
trot Taree. Similarly should pay the De- 
Pa fund on March 1, in each of 
e le oo following, 50 percent of 

ading under the same condition. 


New 8. D, Assessment Company 


Mite hmerican Life Underwriters -of 
Mp is D., has been incorporated 
oer senegal life company to take 
Associa * ars. of the National Benefit 
Deas hee of Mitchell. Commissioner 
*Sociat ruled that mutual benefit 

h ons would be limited to $1,000 





the - 
amount written on any one indi- 


vidual. The National Benefit Associa- 
tion then formed an “auxiliary com- 
pany,” and attempted to write through 
that organization, but was ruled out by 
Commissioner Dunn. 





Interesting Features in 
the Canada Life Report 


The Canada Life in its new statement 
shows assets $261,314,861, compared 
with $252,432,054. It has investments 
and cash in the United States in excess 
of $61,200,000. The United States port- 
folio contains practically no common 
stocks or railroad bonds and less than 
3 percent in mortgages. More than 70 
percent is invested in government and 
public utility bonds. The new business 
last year amounted to $69,431,228, in- 
crease 21.7 percent. The business in 
force increased $10,250,000, now reach- 
ing $817,192,538, not including deferred 
annuities. The total income was over 
$40,000,000 and the excess of income 
$6,820,923. The premium income was 
$25,067,821. It paid policyholders, $23,- 
514,630, the total paid since organization 
having been $650,000,000. 

The Canada Life has declared divi- 
dends to policyholders for every year 
without exception for 89 years. The 
total equals 74.2 percent of the total 
death claims paid to date. In 1940 it 
will celebrate a half century of service 
in the United States. Its first branch 
office was opened in the U. S. in 1889. 
It is the eighth oldest life company on 
the North American continent. 








Church Life’s Annuity Plan 


The Church Life, a subsidiary of the 
Church Pension Fund, has developed a 
retirement plan available to all laymen 
and laywomen in the employ of any 
parish, institution or other organization 
in the Protestant Episcopal Church. 


Occidental Life Figures 

The Occidental Life of Los Angeles 
shows assets $53,047,456, of which $1,- 
128,650 is cash, $763,662 federal govern- 
ment bonds, $7,160,273 state, municipal 
and other bonds, $14,124,784 mortgages, 
$600,000 home office building, $4,761,- 
496 policy loans, guaranteed assets ac- 
quired from Guaranty Life $4,522,410, 
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ents Make 
Record Gains 


Fon OVER FIFTY YEARS, BANKERS LIFE OF NEBRASKA HAS BEEN 
LOCATED IN, AND GROWN WITH THE STATE THAT TODAY IS KNOWN AS 
THE “WHITE SPOT OF THE NATION". 


DURING THESE HAPPY AND PROSPEROUS YEARS, A LOYAL AGENCY FORCE 
HAS GROWN WITH THE COMPANY. 


WE BELIEVE THAT THE CONSTANT CONSIDERATION OF THE AGENTS’ VIEW- 
POINT, AND UNTIRING EFFORT TO ASSIST THEM IN THEIR IMPORTANT WORK, 
HAS MADE IT POSSIBLE AGAIN AND AGAIN TO ESTABLISH RECORD GAINS IN 
PAID BUSINESS. 


Bankers Life 
Comean o Nebraska 


Home Offiee. Liaeotls 




















KENTUCKY HOME MUTUAL LIFE 
INSURANCE COMPANY 


Louisville, Kentucky 


Financial Statement December 31, 1937, Condensed From the 
Report to the Insurance Departments of the States 
in Which the Company Operates 





ASSETS’ - 
Case ten iaaien, aun GUO so on oe ic nde Gas dbdecitaucdtancuecedes $ 264,201.41 
de EOE COE PPCCRT EOE i, OC Le PCE OE Oe 1,241,402.06 
ante ERNE: 6 6.0 din 6 cnn dinccnenssdaueavedtheladecwaashtaes 849,367.62 
Loans to Policyholders...... Lge (ause ded eeeuadndceeseweeerudes 1,761,435.51 
pene) RN SI IR ceva c cian han ccwena dccestnctcedscecdees 4,534,850.06 
Meal Metete aud Comtracis 68 Sales c. oo. ccc cic ccdcccccccecccces 3,440,097.27 
REE EEE SAREE SINE Oe ere POPE PET POET 53,790.33 
Premiums (secured by legal reserve) ..............seeeeeeeeees 188,001.64 
Cae Cnet RARER oie oa. ca cnn oe UTE IOSHIT HE ORT ETES 152,319.46 
CR Es cach asta gacaccvcaceae couctaaccececares $12,485,465.36 
Less assets not used in reserve fund..............cececceeccccess 136,707.56 
TOPAE ADMET TEI ASSET Se. ioe oc ccc detec ccccedtecseneess $12,348,757.80 
RESERVES AND LIABILITIES 

Resérves fcr: Pee a osc inin daccda tech cbecwicensccdsncens $11,519,157.03 

Reserves for Claims Payable in Installments and Amounts Held 
Under Supplementary Contracts............sceeeesesccseesees 197,261.79 
Reserve for Claims Unreported and Proofs Not Completed...... 82,023.47 
Reserve for Coupons and Dividends to Policyholders........... 10,543.96 
Reserve for Premiums and Interest Paid in Advance............ 68,489.67 
Reserve for Taxes Payalile tie 1906. 5... icc ccc ccccencccccccces 34,543.45 
Reserve for All Other Liabilities. ............cccceccccccccecccs 58,597.03 
$11,970,616.40 

Surplus for Contingencies (fluctuation asset ace’t)....$ 50,000.00 

Sevalees UaeGabO ice cis ccks th cts cate Scot eivcbe ces 328,141.40 
Tai: am a a ee gets ye $ 378,141.40 
TOTAL RESERVES AND LIABILITIES..................- $12,348,757.86 


Total paid beneficiaries and living policyholders since organization.$ 5,298,668.53 
INSURANCE IN FORCE DECEMBER 31, 1937... .$45,093,732.00 
ELLSWORTH REGENSTEIN, President 
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assets Western Mutual fund $2,190,150, 
assets Federal Reserve Life fund $5,- 
018,375, assets Register Life fund $3,- 
821,614, contingency fluctuation reserve 
$358,370, assigned surplus $876,236, free 
surplus $1,393,677, capital $1,000,000, in- 
surance in force $401,933,389, income 
$22,071,337, excess over disbursements 
$12,057,771, net interest earned 4.19 per- 
cent, mortality ratio 49.64 percent.’ 


Sibley on N. Y. Life Board 


Harper Sibley of Rochester, N. Y., an 
agriculturist, becomes a director of the 
New York Life. He is manager of Sib- 
ley Farms, a 14,000-acre farm in the 
heart of the Illinois corn belt. He is the 
owner of the Rancho Santa Rita in Cali- 
fornia, the Round T Ranch in Alberta, 
Can., and Sibleyville Farms in. New 
York, all of which are‘ devoted chiefly 
to the raising and fattening of cattle for 
market. From 1935 to 1937 Mr. Sibley 
was president of the U. S. Chamber of 
Commerce and is now chairman of the 
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COMPARISON 


@ The Equitable Life of 


lowa issues both partici- 





pating and non-partici- 
pating life policies; 
annuity contracts; and 
"man-sized" life policies 
for juveniles from date 
of birth to age 10. 
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‘| building to house detachable units of the 








agricultural department committee of 
the national chamber. 


Members of App-a-Week Club 


The Northwestern National Life of 
Minneapolis now has 10 men in its 
agency organization who have been 
members of its App-a-Week Club for 10 
years or more. The tenth man to com- 
plete a decade of consistent weekly pro- 
duction was J. D. Barlow of Detroit, 
who rounded out his 520th week of mem- 
bership March 10. He has qualified 
regularly since 1928. In recognition of 
his achievement, Mr. Barlow has been 
presented with a cash prize of $100 and 
a special gift award of a pair of sterling 
silver candlesticks. 


Smrha Issues Warning 


LINCOLN, NEB. — Asserting that 
the contract made by the courts for the 
Cosmopolitan Old Line Life which re- 
insures its business in the Lincoln Lib- 
erty Life is as equitable and desirable 
as. any available, Insurance Director 
Smrha sent a letter to all policyholders 
of the former advising they not permit 
their policies to lapse and not to sell 
or assign them. The department is still 
in charge of assets and receiving pre- 
miums. Mr. Smrha says within 90 days, 
regardless of any appeal from court de- 
cree, policyholders may withdraw cash 
values or obtain loans on policies. 


New Building for London Life 


The London Life has purchased a 
$50,000 site for the construction of a 
building to provide additional space at 
its head office in London, Ont. E. E. 
Réid, managing director, says the plan 
is to erect a general purpose office 











administrative staff. 


Observe 10th Anniversary 


The Great Lakes Mutual Life, De- 
troit, Negro company, is celebrating its 
10th anniversary by conducting a series 
of public programs on the value of life 
insurance. H. H. Pace, Chicago lawyer, 
spoke at the first meeting. 


Upheld on Mutual Decision 


Commissioner Hunt of Pennsylvania 
has been upheld by the Pennsylvania 
courts in his contention that the Public 
Mutual Benefit Foundation, Union City, 
N. J., is an insurance organization and 
will come under supervision of the 
Pennsylvania insurance department if it 
operates in that state. 





International Claim Meeting 


Edward D. Millea, Equitable Society, 
president of the International Claim 
Association, has called a meeting of the 
executive committee, over which Chair- 
man R. V. Hatcher, Atlantic Life, will 
preside, on March 18 in New York City. 
Several important matters are to be dis- 
cussed at that time, but principally the 
program for the coming convention, 
which is to be held at the Greenbrier, 








Theodore Frost, Williamsburg 
accountant, passed the careful 
examination of Dr. John W. 
Scott, first. medical examiner 
of the Company, and became 
Policyholder Number . One — 
March 4, 1850. 





On March 4, 1850 


the Company opened for business. . 
one of the oldest companies in America after 88 years 
of service to policyholders. Today the United States 
Life goes forward — clings firmly to its tradition of 
conservative investment, but blazes trails in new fields 
of underwriting. Agents and brokers are invited to 
examine its facilities—a steadily growing domestic and 
foreign business, a full line of sound, guaranteed cost 
contracts, and world-wide continuing service unex- 
celled by any other American life insurance company. 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
AO] Fifth Avenue 


. that makes it 


New York, N,.%. 


‘ast — 
Since 185 











White Sulphur Springs, W. Va., Sept. 
12-14. 

The medical committee has reported 
that a paper read by Dr. Peter G. 
Denker before the Association of Life 
Insurance Medical Directors is being 
printed and will be distributed by the 
medical committee to all members. This 
paper deals with psycho-neurosis claims 
for disability and is the only one of its 
kind that has been prepared. 








COMPANY MEN 
Ashford Named President of 


Western Reserve Life, Tex. 








Arthur F. Ashford, who has been 
vice-president and general manager of 
the Western Reserve Life of San An- 
gelo, Tex., was named president at the 
annual meeting. He succeeds W. M. 
Hemphill, who served as president for 
eight years. Mr. Hemphill declared he 
believed the time had come when an ex- 
perienced insurance man should be pres- 
ident. He said Mr. Ashford had been 
carrying the burdens and responsibilities 
of the company, and if there are any 
honors in the presidency they should go 
to him. He pointed out that during the 
past year, without sales contests, prizes 
or bonuses, through Mr. Ashford’s man- 
agement the company had issued the 
largest amount of new business in its 
history and that its insurance in force 
had gained 25 percent. 





Northern Life Promotions 


The Northern Life of Canada has ap- 
pointed R. Balfour secretary. He 
started with the company 35 years ago. 

M. Sangster becomes comptroller, 
having started with the Northern 21 
years ago. For the past five years he 
has been assistant secretary. L..R. Det- 
wiler, former manager of home office 
agencies, is now agency secretary. 





The Lincoln National Life basketball 
team, sponsored’ by Robert Hesse, gen- 
eral agent at Madison, Wis., in the girls’ 
basketball league there, won eight 
straight games and the championship. 





Continues as Southland 
Life Agency Director 











COL. W. E. TALBOT 


Col. W. E. Talbot, since 1925 agency 
director and since 1934 vice-president of 
the Southland Life, has been appointed 
agency director of the new Southland 
Life, formed by the consolidation of that 
company with the Gulf States Life. 
Colonel Talbot was on the headquarters 
staff of the 42nd Division in France. He 
once was candidate for mayor of Dallas, 
later for governor of Texas. His insur- 
ance selling campaigns have attracted 
national attention. 











SALES MEETS 
Southland Life Agents Meet 


Over 500 Attended Special Confe. 
ence on Consolidation Details and Ney 
Sales Plans 











DALLAS, TEX.—Over 500 agents oj 
the old Gulf States and Southland Li: 
attended a special conference of the ney 
Southland Life, formed by a merger oj 
the two companies. The agents were 
summoned to the conference by wire by 
B. A. Donnally, executive vice-pres- 
dent. 

The agents were told the details of 
the consolidation and plans of the new 
company to step up production were dis- 
cussed. 

The agents of both old companies be- 
came acquainted with the officers of the 
merger concern. 


Executives Speak 


Speakers at the conference were A. 
Morgan Duke, president, B. A. Don- 
nally, Harry Seay, Clarence Linz, W. E. 
Talbot, W. C. McCord, John W. Car- 
penter and Fred Florence. 

John W. Carpénter, chairman of the 
board, said the company ranks fourth 
in business in force among the Texas 
companies now, with a total of more 
than $185,000,000, and that in a short 
time it expects to increase that rank. 

Fred Florence, president of the Re- 
public National Bank, declared the con- 
pany is one of the strongest, financially, 
in the country. 

The agents returned to their homes 
with plans for immediately “stepping 
out” and boosting production. No goal 
was announced, but it was said the new 
companv expected to be well above the 
$200,000,000 million mark when this year 
closes. 


Monarch Life Baltimore Rally 


The state office of the Monarch Life 
in Baltimore held a conference there 
charge of P. E. Ansel, Baltimore general 
agent, and Francis L. Merritt, manager 
of agencies from the home office. 


Bankers Life Conference 


General agents of the Bankers Lite 
of Nebraska held a conference at the 
home office to discuss plans for the re 
mainder of the year with executives. 
The meeting was divided into three ot 
tions, each under a specially name 
leader. R. R. Butner of Harrisburg 
presided over the section that Caceres 
“Recruiting of Men;” Lloyd S. Smith . 
Omaha over “Agency Building, anc 
W. C. Butler, Chicago, over “Develop- 
ing and Diligent Adherence to Definite 
Work Plans.” 


Great Northern Meet 

Sales representatives of | the 
Northern Life from 15 counties in 
western Wisconsin attended the ee 
agency meeting and seminar at agg 
Wis., arranged by Brace M. z 4 
agency supervisor, and A. R. Jen a 
general agent. Speakers included a 
Royer, president, and John A. os 4 
vice-president from the home © ce 
Chicago. 


Lyter at Macon, Ga. ; 

Fred A. Lyter, superintendent od 
agencies Connecticut Mutual = geod 
ducted an agency meeting at ae 
Ga. Agents from Cochran, Column 
Moultrie, Perry and Savannah, Ga., W 
present. 


Headquarters in Kansas City _ 
A. S. Cartwright, who is papel ons 
manager for the Northern Life © és 
tle in central western territory, ioe 
opened an office at 620 Dwight vers 4 
Kansas City, Mo., for his persona 
quarters. 








Great 
south- 











March 


— 
pees 
—_—_ 


\ 


Gene 
Nels 


vanc 


Life 


Nels 
with tl 
necticu 
general 





Paul C 
nounce 
served: 
Pittsbr 
since 1 
1934 t 
over in 
ducers, 
end of 
men, p 
the fif 
agency 
ecutive 








1938 


com- 
‘ally, 


omes 
ping 
goal 
new 
e the 
year 


Life 
t the 
e re- 
tives. 
 sec- 
amed 
burg, 
assed 
th ot 

and 
elop- 
finite 


sreat 
outh- 
snual 
lison, 
stall, 
ings, 
I. G. 
ivan, 
re if 


t of 

con- 
acon, 
nbus, 
were 


sing 
Seat- 

has 
ding, 
head- 


March 18, 1938 


LIFE INSURANCE EDITION 


23 











— 





~ Dire Agency CHANGES 





omen 


General Agent at Harrisburg 





Nelson R. Korb of Pittsburgh Is Ad- 
vanced by. the Connecticut Mutual 
Life from Assistant Agency Head 





Nelson R. Korb, for the past 15 years 
with the Pittsburgh agency of the Con- 
necticut Mutual Life, has been named 
general agent at Harrisburg, succeeding 





NELSON R. KORB 


Paul C. Snyder, who as yet has not an- 
nounced his future plans. Mr. Korb has 
served R. N. Waddell, general agent, 
Pittsburgh, as assistant general agent 
since 1936 and as agency supervisor from 
1934 to 1936. The unit which he took 
over in 1934 at that time had four pro- 
ducers, writing about $400,000. At the 
end of 1936, his unit was composed of 13 
men, producing over $2,000,000. He is 
the fifth member of the Pittsburgh 
agency to be advanced to an agency ex- 
ecutive position during the past several 
years, 

Mr. Korb is a native of Pennsylvania 
and a graduate of Penn State, where he 
Was active in athletics and served as 
coach for several years. Since leaving 
Penn State, he has maintained his inter- 
tst in athletics, having done a consider- 
able amount of officiating at football 
games, In 1937, he was president of the 
Western Pennsylvania Football Officials 
Association. 

Mr. Korb will maintain offices in the 
Payne-Shoemaker building. 





Consolidate Offices in Omaha 


Premium collection offices formerly 
apatained at Lincoln, Neb., and Coun- 
fs Bluffs, Ia., by the Equitable Life of 
per: have been consolidated in Omaha 
_ er the direction of Lyle V. Barnes, 
pericd manager. The move necessitated 
fereement and remodeling of the 
omces at 907 Redick Tower. 
ee with Gregory & Appel 
ae Jones, who has been one of the 
me _ Producers of the Holgar J. 
Life Son agency of the Penn Mutual 
; yi Pittsburgh, has joined Gregory 
. Ppel, Indianapclis, as manager of 
agency’s newly-established life de- 


partment, representi i i 
. ’ n 
¥ Pitta g the Reliance Life 


Pearce H. Young Resigns 


Pearce H. Youn 
P . g, for the past three 
we manager of the Union Central Life 
but es Ouls, is resigning as of April 30, 
for the — no announcement of plans 
ouis ‘he uture. Before going to St. 
Indian * ine for two years located at 
apolis as Manager of the com- 


Pany for Indj : 
“onal producer. He is a large per- 





New Seattle General Agent 


Hans O. Clasen Takes Charge of the 
John Hancock Mutual Life for Wash- 
ington, Succeeding Yates Hickey 








The John Hancock Mutual Life has 
announced the appointment of H. O. 
Clasen as general agent at Seattle for 
Washington. He succeeds Yates Hickey 
who is retiring from active management 
on his 10th anniversary in order to give 
more time to personal production. He 
will remain with the agency as associate 
general agent. 

Mr. Hickey gave a testimonial lunch- 
eon to Mr. Clasen at which he introduced 
the new general agent to local members 
of the insurance fraternity and other 
prominent Seattle business men. 

Mr. Clasen is a native of Minnesota 
and was connected with the St. Paul 
agency of the John Hancock for about 
10 years prior to his appointment a year 
ago as agency assistant at the home 
office, in which position he was con- 
— primarily with training in the 

eld. 


Clark Is Succeeding Lateer 


Chicago Supervisor of W. M. Houze 
Agency, John Hancock, to Take Over 
Peoria, Ill., Office April 1 








William Lateer, Peoria, Ill., general 
agent John Hancock, is resigning as of 
April 1, to be succeeded by James M. 
Clark, who for several years has been 
supervisor of the W. M. Houze general 
agency of the John Hancock at Chicago. 

Mr. Lateer, who has been in charge 
at Peoria for about ten years, resigned 
to concentrate on personal production, 
remaining with the John Hancock at 
Peoria. He is well known throughout 
the state, being president of the Illinois 
Association of Life Underwriters. 

General Agent Houze announced the 
appointment at luncheons of the staff 
and agents in Chicago and Rockford, 
Ill., this week in honor of Mr. Clark, 
who for some time has had direct charge 
of the Houze downstate territory center- 
ing at Rockford. 

Mr. Clark established a splendid rec- 





Returns to National 








M. G. CRAPPER 


M. G, Crapper, who has been ap- 
pointed manager of the Toronto central 
agency of the National Life of Canada, 
is a successful manager and personal 
producer, and is returning to the Na- 
tional Life, with which he was previ- 
ously associated for several years. 





ord as agent and unit supervisor in the 
Houze agency since 1932. He formerly 
for about ten years was a broker plac- 
ing through the Houze office. In years 
past he was a real estate man in Chi- 
cago, entering insurance work through 
the insurance division of his real estate 
office. During the Florida boom he was 
a successful real estate operator in that 
state. 


A. B. Penry Takes Colombia 
General Agency of U. S. Life 


Following the entry of the United 
States Life into Colombia, South Amer- 
ica, A. B. Penry, who for the past few 
months has been in Colombia furthering 
the company’s negotiations with the re- 
public’s insurance department, has been 
appointed general agent with headquar- 
ters in Bogota. 

Mr. Penry has been actively engaged 
in general insurance work and in agency 
supervisory work in South America for 
many years, seven in Chile with head- 
quarters in Santiago. He has operated 
in all countries in that continent except 
Brazil, has a well rounded knowledge 
of life insurance and is a capable agency 
organizer. For the past three years he 
has been working out of New York for 
the American Foreign Insurance As- 
sociation through Venezuela, Colombia 
and other Latin-American countries. 

On March 16 George M. Selser, ex- 
ecutive vice-president and Dr. J. Albert 
Avrack, medical director of the United 
States Life, left for Bogota via Pan- 
American Airways to assist in launch- 
ing the new agency. 

Because it is a prosperous country 
with a stable government, highly intelli- 
gent people and modern social view- 
point, the company regards Colombia as 
one of the most favorable life insurance 
fields in South America. 

Mr. Selser and Dr. Avrack on their 
return trip will stop in the Panama 
Canal Zone to visit General Agent Max 
Stempel and also at Curacao, Nether- 
land West Indies, where Norman Zim- 
merman represents the company. 





Two Westchester Agencies 


The United States Life has appoint- 
ed two new general agents in West- 
chester county and the Bronx, Joseph 
Beck, who will center his activity in 
Yonkers, and Michael Gagliardi, who 
will work out from New Rochelle. 

Mr. Beck’s insurance career began 
almost as a matter of course when he 
became connected with the Metropolitan 
Life, first in the home office, then in the 
field, for ten male members of his family 
are engaged in life insurance work. 

Mr. Gagliardi is an Italian, and re- 
ceived his education in that country. 
He has been in the United States some 
15 years, and for the past six has en- 
gaged in life insurance, originally as a 
broker and later with the Postal Na- 
tional Life. 


Establishes Harrisburg Office 


In appointing Paul C. Snyder general 
agent for central Pennsylvania with 
headquarters at Harrisburg, the State 
Mutual Life is establishing a third gen- 
eral agency in Pennsylvania. Mr. Sny- 
der has made an unusual personal pro- 
duction record since his connection with 
the Penn Mutual in 1921. Starting as 
agent and operating in Harrisburg and 
Philadelphia, he averaged more than 
$250,000 annually for the next 11 years, 
his largest production being approxi- 
mately $750,000. In addition to personal 
production, at this time he was also 
working as production manager in his 
agency. 

In 1932 he made a connection as gen- 
eral agent for the Connecticut Mutual 
in Harrisburg. Mr. Snyder was born in 





Pave the Way—aAn accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines. 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange, 
Chicago. Sample 10c. 











Community 
| Selling Is 
Just Ahead! 


Group principles applied 
to individual needs—Bene- 
fits not before available — 
Widened field of prospects— 
Multiplied insurance con- 
tacts—Many sales daily — 
Cash with application — 
Greater persistency of busi- 
ness—Increased profits—The 
best training plan we have 
used for development of new 
agents. 

Does this thought suggest 
anything to you? 

O. R. McAtee, Director of 
Agencies. 
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NATIONAL 
LIFE INSURANCE 
COMPANY 


' “Registered Policy Protection” 


THEO. P. BEASLEY 
President & General Manager 


Home Office: 
Dallas, Texas 























PREFERRED RISK 


Can You Offer Him a 


[how Cost Policy? 


General Mutual's preferred 
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Brookville, but was raised and educated 
in Harrisburg, where his acquaintance is 
wide. Until the war, during which he 
served in the navy, he was eight years 
in the advertising business qn the west 
coast in a sales capacity. 





Carl Lutz Enters Insurance 


Carl Lutz has been appointed general 
agent of the Bankers Life of Nebraska 
in northern Kansas. He was formerly a 
locomotive engineer for the Rock Island 
railroad at Fairbury, Neb. He broke 
his forearm and while recuperating he 
became interested in life insurance and 
hence decided to cast his lot in that oc- 
cupation. 


Bennett Sedalia General Agent 


Fred J. Bennett becomes _ general 
agent of the Bankers Life of Nebraska 
at Sedalia, Mo. He was educated at the 
University of Missouri. He has had 
about 14 years of selling experience. 








Conway Appointed at Syracuse 
Paul H. Conway has been appointed 
general agent at Syracuse for the John 
Hancock Mutual Life. He will succeed 
E. B. Baxter, who has resigned in order 
to devote more time to personal produc- 





tion. For the past two years Mr. Con- 
way has been associate general agent of 
the Floyd Chase agency at Albany. He 
is a C. L. U. and has been prominently 
identified with the National Association 
of Life Underwriters as chairman of the 
committee on cooperation with trust 
officers. He has spoken to local groups 
in all parts of the country. 


Poynor General Agent 


T. F. Poynor has been named general 
agent for seven counties adjacent to 
Houston, Tex., by the Guarantee Mu- 
tual Life. He has had several years’ ex- 
perience in life insurance with the Am- 
icable Life and Pilot Life. His offices 
are in 1024 Electric building, Houston. 








Dennis Is Arkansas Manager 

Andrew McNeil has resigned as man- 
ager of the Arkansas agency of the 
Colorado Life, Denver, and is succeeded 
by H. L. Dennis, Hot Springs, Ark., 
who has been district manager for a 
number of years. 


Kenneth Eldredge to Retire 


Kenneth Eldredge, general agent of 
the Postoffice Square agency of the Mas- 
sachusetts Mutual Life in Boston will 
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retire April 15. He has been with the 
Massachusetts Mutual about nine years, 
the past three years as general agent. He 
will remain in Boston. No successor has 
been named. 





Stumb Made Supervisor 


E. H. Blair, Nashville manager of the 
Bankers Life of Iowa, has appointed L. 
B. Stumb agency supervisor. Mr. Stumb, 
has been in insurance work since his 
graduation from Vanderbilt University 
seven years ago. He has been with the 
New York Life. 





Names Kelly in St. Louis 


The Ohio State Life has appointed 
John L. Kelly St. Louis general agent, 
with offices in the Cotton Belt building. 
He is a graduate of the University of St. 
Louis and has been in life insurance 15 
years. 


Snyder with Minnesota Mutual 


J. H. Snyder, former vice-president 
Commonwealth Life has taken charge of 
the Dallas, Texas, office of the Minne- 
sota Mutual Life. 

_ Mr. Snyder was formally inducted 
into office at a banquet in Dallas attend- 
ed by President T. A. Phillips, H. J. 





Cummings, vice-president and agency 
manager, and numerous prominent 
Dallas life insurance executives and busi. 
ness men. Before going with the Com. 
monwealth Life, he was supervisor of 
the Minnesota Mutual for Indiana, Ken. 
tucky and Ohio. 


Tritch in Charge in Ohio 

G. J. Tritch of the home office sales 
department of the Business Men’s As. 
surance is temporarily in charge of Ohio 
following the resignation of O. K. John. 
son aS manager. 








AGENCY NOTES 


Sidney G. Mason has been appointed 
general agent for the Kansas City Lite 
at Fargo. His address is Box 148, 

C. H. Casper has been named district 
agent of the New England Mutual Life, 
with offices at 320 Perkins building, Ta- 
coma, Wash. 

The Equitable Life of Canada has 
opened an additional agency in Toronto 
under the management of J. W. Aldred, 
He formerly was in Detroit. 

J. W. Gallagher, Eugene, Ore., has 
been appointed district agent of the 
Prudential in charge of the Klamath 
Falls and Coos Bay territory. 











As SEEN FROM CHICAGO 





WILL HONOR PAUL HAZARD 


President James A. Fulton of the 
Home Life will be in Chicago next week 
and on Thursday will give a luncheon in 
honor of Paul A. Hazard, Jr., of the 
James F. Ramsey agency, who in the 
last two months has had a most dis- 
tinguished record of accomplishment of 
any of the agents in a group of agencies 
representing approximately one-seventh 
of the total territory. Mr. Hazard led 
the field during January and February. 
President Fulton makes the trip to give 
recognition to this outstanding accom- 
plishment. Fellow agents in the Ram- 
sey office will be present as well as a 
number of his friends. 

Mr. Hazard led the entire country in 
January and February and bids fair to 
be the March leader. He is one of the 
foremost producers in the city. The 
Ramsey agency has averaged fifth place 
during the first two months. Mr. Ram- 
sey took charge of the agency in Oc- 
tober, 1936. He is building a_ hard- 
hitting organization. 





s 


W. A. KERRY REPORTS GAIN 


W. A. Kerry, Chicago manager Manu- 
facturers Life, reports his agency ex- 
ceeded its February quota in paid busi- 
ness by eight percent. The agency does 
a substantial amount of brokerage busi- 
ness. Mr. Kerry has been spending con- 
siderable time lately traveling in terri- 
tories surrounding Chicago seeking to 
establish agency contacts in Milwaukee, 
De Kalb, Aurora and other districts. 
Mr. Kerry is an active producer in his 
own right and a number of years ago 
pioneered for the Manufacturers Life in 
South America. While there he spent 
much of his time in Dutch Guiana and 
has also been in Cuba. 





WANTS AVERAGE PRODUCERS 


A general agent in speaking of the 
caliber of men in his office stated that 
while he would undertake to manage 
a million dollar producer, the real back- 
bone of an agency consists of men who 
produce between $150,000 and $750,000. 
A man who can get $250,000 or $300,000 
a year makes a very satisfactory agent. 
If he is writing that much business he 
is making a fair living, is building up a 
renewal income and is likely to be sat- 
isfied. He is easier to handle than the 
very large producer. 

This same general agent declared that 
in these times one needs to be injecting 
into the sales force new material: every 
year. This is particularly true during 
these changing times. The older men 
who found it much easier to get busi- 


ness in years gone by to some extent 
are not making the grade. They are 
inclined to be disheartened. They spend 
considerable time servicing their old 
business. The new men have no prece- 
dents, traditions or recollections. They 
enter the life insurance field not know- 
ing its past. These new men are able 
to go against the current with greater 
determination because they have not had 
the easy experience of some years ago. 





DIFFER IN AGENCY POLICY 


General agents to some extent may 
differ as to the policy to be followed 
with their men. Some are very earnest 
in their contention that a man in the life 
insurance business should be purely a 
life man and not be interested in solicit- 
ing any other forms of insurance. Those 
advocating this plan say that if a life 
man does attempt to secure fire or cas 
ualty business he weakens himself in his 
life insurance production because a pros- 
pect will put him off by giving him his 
automobile insurance or some other line 
and, therefore, the man will be stymied 
in closing him for life insurance. 

Other general agents say that the 
main object in building up an organiz 
tion is to have all the men making @ 
sufficient income to satisfy themselves. 
If life insurance is dull, then they cat 
still be securing an income through 
soliciting other lines of insurance A 
number of agents feel that they 
solicit accident and health insuranc 
along with life insurance, as they are 
personal forms. However, the simon 
pure life general agent even objects 
accident and health production. 





HONOR PAID MISS JONES 


Sara Francis Jones, Equitable Sociel! 
in Chicago, has had an unusual tribute 
paid to her in that the executor * 
trustees of the estate of the late nee 
Dahle, who represented the Equita 
in Chicago for many years, have # 
pointed her to look after his insurane 
including group coverage and perso 4 
lif? insurance. Mr. Dahle’s contrat 
calls for renewals for -10 years. 1° ais 
a millionaire group producer and 
rose to the millionaire class 1n ordi 


had mat 
Naturally he ja Ist o 


work. Miss Jones, therefore, W 
over all this materia 
clients for the benefit of t 
naturally inherits excellent 


: along 
new business. She has worke 


her 
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surance work and will be able to render 
ent fe the highest service. 





LIFE-TRUST COUNCIL FORMED 


en The Chicago Life Insurance & Trust 

Council was organized under auspices 

of the Chicago Association of Life Un- 

derwriters with 55 charter members. 

Frederick Bruchholz, agency director 
iles New York Life and chairman executive 
As- @ committee Chicago association, presided 
hio # in the absence of F. G. Bray, chairman 
hn- of the committee on trust cooperation. 

The purpose is to foster a closer co- 
— B operation between life agents and trust 
oficers of Chicago banks. Speakers in- 
cluded Lynn Lloyd, vice-president Har- 
ris Trust & Savings Bank; Samuel 
ted H Marsh, First National Bank; P. B. 
Lite H Hobbs, agency manager Equitable Soci- 

ety; J. C. Caperton, general agent State 
rict H Mutual Life; A. S. Ingersoll, Mutual 
if, B® Benefit Life, and O. R. Carter, inspec- 
tor of agencies New York Life. A con- 
stitution and by-laws committee was 


~ named, including Messrs. Lloyd and 
a. Marsh, Harve Page, Northern Trust; G. 

‘BS. Brown, Penn Mutual; James Slack, 
has Continental Assurance; Ernest Johnson, 


the #@ Connecticut General, and E. W. Hughes, 

nath fe Massachusetts Mutual. The nominating 
committee, including Lester Forbes, 
Guardian Life; Ernest Johnson, and 

== © Don Cameron, Continental-Illinois Bank 
& Trust Co., is to report a slate of offi- 
cers in a few days. 





STEAK AND BEAN DINNER CONTEST 


are A “steak and bean” dinner contest is 
being accepted with considerable enthu- 
old # siasm by producers of the F. F. Ehlen 
general agency of the Guarantee Mutual 
Life in Chicago. The contest which 
started Feb. 15 and will run through to 
able J March 31, is being staged in conjunction 
wih “Hughes Month” in March, in 
honor of President J. W. Hughes. The 
ago. MH agency is divided into two teams, six 
agents on each, with the winner being 
determined on a point basis. Points are 
given for size of application, cash with 


eee’ application and volume of paid business. 
rest The winning team will be treated to a 
e life St@k dinner by the losers who will be 
ely 2 required to witness the ceremony while 
ici: e Stisfying their own appetites on beans. 
hose The two men exceeding their quotas by 
1 lie He '"¢ largest percentage will be given spe- 
+ cas: cial prizes. Other prizes will be given 
in his to those meriting special distinction. 
pros: I, st year the contest coincided with 
his Olson Month,” in honor of Vice-presi- 
fine dent A. B. Olson. 

ymied Mr. Ehlen reports that for the first 


10 days of March the two teams are 
Tunning closely together in number of 


t the i 
Points. One team has 135 points, the 















aniza- 

ony ore 128. Production during this period 

selves. as exceeded that for the entire first two 

y cal — of 1938. The average policy size 

rou ure $7,000 with the largest $18,000. 

. An: Ehlen was formerly director of 

y cal fe “Sencies of the Buffalo Mutual Life. 

wrance 

are all F 

imo [ *- J. Wood Among Leaders 

acts t0 Freeman J. Wood, Chicago general 
agent Lincoln National Life, was in 
tighth place countrywide for his agency, 
and fifth place for personal production 

society a" February. 

tribal 

an : - 

aioe Made Claims Supervisor 

ite I, OLYMPIA, WASH.—L. L. Kueckel- 

ve af chai as been appointed supervisor of 

rant i rns in the Seattle office of the Wash- 

ersott Saline department by Commissioner 

ontract i van. In accepting state service 

He wa my Kueckelhan terminates a long pe- 

nd a0 Lif of service with the Northwestern 

rina a ce & Accident, having been engaged 

mat at easerial and executive duties with 

tist 0 me Seattle institution for a number of 

mater! I a Prior to that he had served with 

duction es it institutions as manager of their 

‘ft tale ‘aity and fire insurance business. 

yice i - 

ate “ led ait’ ,Milstend, Prudential, Cincinnati, 

ads the ordinary aes and general agents in 

4 alot IRS on paig for nevertment of the company 


usiness, proportionate 


t 
0 allotment, for the year. 


























News oF LIFE ASSOCIATIONS 





Newark to Bid for Mid-Year 


National Association Meet 





NEWARK.—At a meeting of the ex- 
ecutive committee of the Life Under- 
writers Association of Northern New 
Jersey here it was decided to extend an 
invitation to the trustees of the National 
Association of Life Underwriters, to 
hold the 1939 or 1940 mid-year meeting 
in this city. The advantages of holding 
the meeting in this city, next year, will 
be the close proximity to the World’s 
Fair in New York City, and in addition 
there is ample hotel accommodations. 

Vincent B. Coffin, superintendent of 
agencies of the Connecticut Mutual Life, 
and Ralph G. Engelsman, general agent 
in New York City for the Penn Mutual 
Life, spoke on “Simplified Program- 
ming” at the general meeting. 

Mr. Coffin pointed out that an agent 
must have an adequate reservoir of 
prospects before any planning can be 
done. Prospecting must be _ planned. 
New channels add new blood, said the 
speaker, but a life underwriter must 
know of what he is going to talk about 
and he must meet the needs of his pros- 
pect and be complete in every detail. 

Mr. Engelsman stated that planning 
a sale did not call for an elaborate pro- 
gram. A life underwriter in talking to a 
prospect is selling him a service and 
telling him what it is all about. 

People do not purchase anything they 
do not understand, said Mr. Engelsman 
and the life underwriters must analyze 
each case. Give a simplified program 
from the very start. There are three 
things to remember in selling life insur- 
ance. First, the clean up fund, minimum 
income and retirement. 





Cummings at Joint Meeting 


O. Sam Cummings, president National 
Life Underwriters Association, is mak- 
ing an eastern trip in April. He will 
address a joint meeting of the Troy, 
Schenectady and Albany associations at 
the Ten Eyck Hotel in Albany, April 26. 





Little Rock, Ark.—Clyde F. Gay, Bos- 
ton general agent Aetna Life, spoke on 
“Prosper Our Beginnings.’ He started 
his insurance career with the Gordon H. 
Campbell agency of the Aetna in Little 
Rock, 





Quarter Million Dollar Club 
Holding Banquet March 25 


SAN FRANCISCO — Arrangements 
have been completed by the Quarter 
Million Dollar Round Table recently or- 
ganized, for its first annual stag banquet 
March 25. The organization, which has 
36 members, has invited O. Sam Cum- 
mings, president of the National As- 
sociation to be the principal speaker. 

The group was organized by Arthur 
K. Deutsch, San Francisco’s only mem- 
ber of the Million Dollar Round Table. 
Mr. Deutsch, who has already ap- 
proached $1,000,000 in paid _ business, 
formed the group with the approval of 
the San Francisco Life Underwriters 
Association as a _ stimulus to other 
agents. He is chairman of the new or- 
ganization. 


Sales Congress Speakers 





Four members of the Quarter Million 
Round Table who will present features 
at the coming sales congress of the San 
Francisco and Oakland-East Bay As- 
sociations, April 4 are: E. F. Marbourg, 
Mutual Life, ‘“Pre-Selling”; A. E. 
Flamer, Aetna, “Getting Favorable In- 
terviews” E. T. Golden, New York Life, 
“The Interview,” and L. White, 
Northwestern Mutual, “Post Selling.” 





Plan Salt Lake City Congress 


At a meeting of the executive commit- 
tee of the Salt Lake Life Underwriters 
plans were laid for a one-day sales con- 
gress April 4, at which O. Sam Cum- 
mings, president of the National asso- 
ciation, and Grant Taggart, Cowley, 
Wyo. million dollar producer of the 
California-Western States Life, will 
speak. The Salt Lake, Ogden and Cache 
Valley associations are sponsoring the 
congress. 

As a “kick-off” for the congress, a 
7 o'clock breakfast is planned by the 
Utah Life Managers with the organiza- 
tion’s president, Carl R. Marcusen, Pa- 
cific National Life, presiding. 

The Pacific National Life sponsored 
the March meeting. President Carl R. 
Marcusen of the Pacific National intro- 
duced the different speakers. Joseph E. 
Geertson, Ogden, discussed: “My Blue 
Print for 1938—Is it Workable?” He 





Featured in Davenport Card 








FRANK L. JONES 


Vice-president Frank L. Jones of the 
Equitable Society will be one of the 
speakers at the sales congress in Daven- 
port, Ia., April 23. He will deliver an 
address on “The Characteristics of 
Growth.” 





M. C. NELSON 


M. C. Nelson, Des Moines, agency 
manager for Iowa, Equitable Society, 
will introduce Mr. Jones. Mr. Nelson 
will have at least 50 of his organization 
at the sales congress, which is expected 
to draw big attendance. 








POLICIES 
for 
WOMEN 
as 
SURPLUS 
LINES 


Reliance Life has 
policies of insurance 
for business women 
and professional 
women, as well as 
for married women. 
In many cases, aman 
who is non-insurable 
may want to have 
insurance written on 
his wife. All these 
Reliance Life policies 
for women may be 
written as surplus 
lines. 


Other Reliance Life 
Insurance which is 
available as surplus 
lines, includes: Juve- 
nile policies, accident 
and health insur- 
ance, participating 
and non-participat- 
ing policies. 
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stressed the adoption of a definite plan 
and then working to it. 

Lewis T. Ellsworth, Salt Lake, talked 
on “Sensible Planning.” He disapproved 
of presenting the actuarial features of a 
life insurance contract, which usually 
goes over the heads of prospects. “Talk 
life insurance to your clients,” he said, 
“leave the technicalities to the home 
office. Tell the man with a family what 
the policy will do for his loved ones 
should he pass out of the picture, and 
what it will do for him should be sur- 
vive a certain number of years.” 

Ray H. Peterson spoke on “Paying 
the Price.” “The most important job of 
a life agent is prospecting,” he said. 


Topeka, Kan.—Laird Dean, president of 
the Merchants National Bank and vice- 
president of the Kansas Bankers Associ- 
ation, spoke on “Relations Between Life 
Insurance Companies and the Banks.” 


Cleveland—The Cleveland association, 
winner of the first prize award for the 
past two years, is pointing for another 
big Life Insurance Week. Since the Na- 
tional association is furnishing only 
small posters this year, the Cleveland 
association intends to make up larger 
posters for stores, lobbies, etc. Local: 
“ads” will be inserted in the three Cleve- 
land papers in addition to national copy. 
Billboard contracts have been signed, 
and 10 or 15-minute radio skits will be 
offered over station WGAR with profes- 
sional talent. Over $4,000 will be spent 
in the local campaign. 


Lincoln, Neb.—The directors have ap- 
proved a plan for the establishment at 
the chamber of commerce of a collection 
of books on the various phases of life 
insurance salesmanship. Each office is to 
be asked to give at least:one book, and 
later C. L. U. books available to all will 
be added. At a ladies night meeting Isa- 
dore Samuels, Denver general agent for 
the New England Mutual Life, spoke. 


Pittsburg, Kan.—At the March meet- 
ing T. G. Honn, chairman national essay 
contest, stated that school officials will 
be contacted soon to complete plans. D. 
D. Daily, Jr., Massachusetts. Mutual, is 
chairman of the committee for annual 
message of life insurance and has ap- 
pointed subcommittees to take charge of 
various features. 


Columbus, 0.—Plans have been com- 
pleted for the annual sales congress to 
be held Saturday. Dr. Otto Mees, presi- 
dent of Capital University, and a vice- 
president and director of the Lutheran 
Brotherhood, will speak at the luncheon. 
Other speakers are Holgar J. Johnson, 
Penn Mutual, Pittsburgh; Leon Gilbert 
Simon, Equitable Society, New York; J. 
Harry Wood, John Hancock, Boston, and 
J. M. Gantz, Pacific Mutual, Cincinnati. 


Fort Worth, Tex.—On March 21 at 9 
Pp. m. over KTAT, the Fort Worth associ- 
ation will begin a series of broadcasts. 
The programs for the most part drama- 
tize life insurance with stories in which 
insurance features will be portrayed. 
The enterprise is non-partisan as those 
taking part will not be known to the 
public. 


St. Paul—F. H. Haviland, vice-presi- 
dent Connecticut General Life, will speak 
March 23 on “What Lies Ahead?” : 


Fort Wayne, Ind.—‘“The Young Man’s} 
Viewpoint of the Life Insurance Busi- 
ness” was discussed by Henry J. Pierce, 
Indianapolis agent for the Massachusetts 
Mutual. 


Madison, Wis.—C. W. Tomlinson has 
been named chairman in charge of the 
study seminar in which more than 50 
underwriters in Madison and vicinity are 
participating in a cooperative study and 
training project each Saturday morning 
at the Vocational school, for two hours 
for a period of 12 weeks. Local company 
officials, general and district agents and | 
successful producers comprise the fac- 
ulty of lecturers. The enrollment in-_ 
cluded agents from Baraboo, Portage, ; 
Poynette, Soring Green, Lodi, Beloit, | 
Monroe, Orfordville and Monticello. 


Racine, Wis.—At the first monthly: 
meeting, following organization, Alvin: 
Moser, Aetna Life, Milwaukee, chairman , 
of the extension committee of the Wis-: 
consin association, and Frank C. Hughes, ' 
Mutual Benefit Life, Milwaukee, were} 
guests. Mr. Moser extended an invita-: 





tion to the state convention at Sheboy-— 


\ gan, May 12, and the national convention 


at Houston, Tex., next September. The 
Racine association voted to become co- 
extensive with state and National asso- 
ciations. Mr. Hughes spoke on “Our 
Business and Its Responsibilities.” 


Sheboygan, Wis.—Lester Nelson dis- 
cussed “Albums.” The Sheboygan asso- 
ciation will be host to the Wisconsin 
association at its annual convention May 
12. 


Springfield, Mo.—T. G. Scanlon, agency 
organizer Mutual Life of New York in 
Kansas City, gave a practical and inter- 
esting setup on the three point inter- 
view—death, disability and old age—em- 
ployed by his agency. The three points, 
he said, could be used effectively as a 
part of the first interview to determine 
the prospect’s desire to insure and pur- 
chasing ability. Roy A. Sullivan, presi- 
dent, presided. J. S. Buckner, chairman 
of the membership committee, reported a 
paid membership of 25. Mr. Sullivan gave 
results on the high school essay contest. 
J. A. Maher, chairman of the underwrit- 
ers committee of the District Social Hy- 
giene Association, told of the associa- 
tion’s progress. 


Columbus, 0.—Dr. B. E. Wyatt, educa- 
tional counselor of the American College 
of Life Underwriters, discussed the plans, 
progress and advantages of the C. L. U. 
movement. 

Pittsburgh — Louis’ Behr, 
Society, Chicago, will speak on 
gramming” April 1. 


Equitable 
“Pro- 


Wichita, Kan.—Leo R. Porter, general 
agent of the Lincoln National, and his 
staff had charge of the meeting, discuss- 
ing “How to Manage You, Incorporated.” 
At the previous meeting Thomas New- 
hall, financial vice-president of the Penn 
Mutual, spoke. 


La Crosse, Wis.—A local has been or- 
ganized, coextensive with the Wisconsin 
and National associations. Alvin Moser, 
Aetna Life, Milwaukee, chairman of the 
extension committee of the state asso- 
ciation, addressed the initial meeting on 
the advantages of affiliation with state 
and national associations. Temporary 
officers named are: O. W. Muenster, 
Aetna Life, president; Walter Filler, 
Bankers Life, vice-president, and H. W. 
Horst, Central Life of Iowa, secretary- 
treasurer. They will serve until the 
annual meeting in June. 


_ Eau Claire, Wis.—A new association 
was launched at a meeting of 30 agents 
representing every life company operat- 
ing here. It is proposed to open the 
membership to agents in the nearby 
cities of Chippewa Falls and Menomonie. 
W. C. Vollendorf, Equitable, was named 
temporary president; M. O. Solberg, Mu- 
tual Trust Life, vice-president; N. G 
Fleming, Northwestern Mutual, secre- 
tary, and Merle Joseph, treasurer. A 
membership campaign is being put under 
way in charge of C. J. Moulton, chair- 
man. Alvin Moser, Milwaukee, treasurer 
of the Wisconsin association, attended 
the organization meeting. 


Madison, Wis.—A women’s section has 
been formed with Miss Genevieve Town- 
send, Business Men’s Assurance, as pres- 
ident. 


' Toledo, O.—W. M. Rothaermel, vice- 
president’sContinental American Life, 
spoke on. “The Four Are’s.” E. O. Barton, 
Toledo general agent of that company, 
introduced the speaker. 


Montreal — Trevor Hoggood, manager 
of the central Toronto branch of the 
Canada Life, was the speaker this week. 
He joined the company in 1926 as head 
of the group sales department. He be- 
came manager at Manitoba in 1929. In 
1935, he opened a new office in Toronto 
and during the first year had a total 
production of $1,000,000. 


Atlanta—R. B. Hull, managing direc- 
tor National association, will speak 
March 17 on “64,000,000 People—$110,- 


} 000,000,000.” 


Dezse Garay, a Cleveland agent of the 
Ohio State, has completed nine years of 
consecutive weekly production. 


. The 1938 Unique Manual-Digest covers 
all life insurance statistics. $5. National 
Underwriter. 
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Practicing Before Mirror 


Lester Rosen of New York Cites 
Method as Good Training in Self- 


Expression 


When Lester Rosen of the Knight 
Agency, Union Central Life, New York, 
advised members of the New York City 
Life Underwriters Association to prac- 
tice sales presentations before a mirror 
he wasn’t preaching something he doesn’t 
practice himself. He says it is not diffi- 
cult to proceed after getting over the ini- 
tial foolish feeling, as one becomes inter- 
ested in improving the obvious flaws in 
presentation that appear, which are more 
important than whether anybody in his 
right mind should be talking to himself 
in a mirror. 


Interested in Public Speaking 


It is with some surprise one learns 
that Mr. Rosen has long taken an inter- 
est in public speaking and has devoted 
a good deal of time to perfecting him- 
self in this form of self-expression. But 
he has mastered this medium, rather 
than the other way around. The net re- 
sult is that people find him interesting 
and likeable—a process that would be 
hindered if they were awed into admira- 
tion of his forensic talents. 

At present Mr. Rosen is taking a 
course at Columbia University on “The 
Body in Acting.” In fact, he invited his 
professor to sit in the audience during 
his talk before the New York associa- 
tion. His first course in public speaking 
was at the Brooklyn Central YMCA. 
He took it at the suggestion of his 
father, who had taken the same course 
as a young man many years before. 


Belongs to Speakers Club 


Mr. Rosen belongs to the Speakers 
Club, a 30-year-old organization which 
meets every other Tuesday. Every 
member present is required to make a 
five-minute talk on any subject. The 
club dines together in the evening and 
by 10 o’clock everybody has spoken his 
piece. The club has several hundred 
members. At each gathering some non- 
member qualified to act as a critic is a 
guest and is asked to give his opinion 
of each member’s performance. 

Mr. Rosen went-into life insurance 
selling following his graduation from the 
Wharton School of the University of 
Pennsylvania in 1933, at the bottom of 
the depression. But it was an auspicious 
time for Mr. Rosen. For the last three 
years he has been a member of the Mil- 
lion Dollar Round Table and is its 
youngest life member. 


Canada Life Cashier 

The Canada Life has appointed P. J. 
Harwood cashier of its New York City 
branch. Previously he was branch sec- 
retary of the New Brunswick, Prince 
Edward Island, organization for four 
years. The post he vacates will be filled 
by H. A. Bailey, with the title of acting 
branch secretary. Mr. Bailey has had 
wide experience in many departments of 
the head office. 


Kapp Succeeds G. R. Clark 


Henry I. Kapp succeeds George R. 
Clark as home office field representative 
of Security Mutual Life of Binghamton 
for New York City and the eastern 
territory. Mr. Clark has become gen- 
eral agent in Boston. 

Mr. Kapp will be located at 123 Wil- 
liam street, New York. For the last 10 
years he has been an agent for the 
Phoenix Mutual Life. 


Ill Wind Blows Good 

The deplorable condition of Wall 
Street has made the going hard for 
agents specializing on financial men, but 
it has made good prospects out of 
young, single men in the age group from 


By R. B. MITCHELL 








es 


25 to 40 who have been putting most of 
their spare cash into the market. Unlike 
married men of corresponding ages and 
income levels, these bachelors usuall 
have a substantial margin above the 
needs. They are logical prospects fo 
retirement annuities. Many of then 
have become thoroughly disgusted with 
the stock market and some agents ar 
having considerable success in crystalliz. 
ing this disgust into applications for re. 
tirement policies. 

Among the married men from age % 
to 40 scarcity of money is the stock ob. 
jection. Salary raises have not been 
widespread and those who have been 
fortunate enough to receive them have 
usually been pulling in their belts s 
long that they can think of many mor 
pleasurable ways to spend the extn 
money than buying life insurance or re. 
tirement policies. 








INDUSTRIAL 


Adriance to Brooklyn 


C. A. Adriance, who has been district 
manager of the John Hancock industrid 
office in Amsterdam, N. Y., has been 
made manager of Brooklyn, N. Y,, No. 
6. He is succeeded at Amsterdam by 
M. F. Fitzgerald, formerly assistant 
manager at Syracuse. Mr. Adriance be- 
gan his insurance work in the John Har 
cock Albany office. 





Bryan Accident-Health Head 


Oscar I. Bryan, vice-president of the 
Union Life of Richmond, who has been 
manager of the Norfolk district for some 
years, has been transferred to the home 
office at Richmond and placed in charge 
of the accident and health division, 3 
newly created position. D. P. Robert 
son, assistant manager of the Norfolk 
district, has been advanced to manager. 


Honored on 20th Anniversary 


The 20th anniversary of C. W. Ri 
bridger with the Prudential was 0b 
served at a dinner in Kalamazoo, Mich 
He is one of the two Kalamazoo mana 
gers. About 40 Prudential representa 
tives were in attendance. J. S. Baum, 
Battle Creek, division superintendett, 
was the main speaker. 


New Colonial Life Branch 


The Colonial Life has established ¢ 
new branch office in Westchester, P2. 
with Samuel Herman as manager. i 
has been assistant manager of the No 
ristown, Pa., office. He will be assisted 
by H. N. Clinton and F. C. Mattson. 


Sheedy Goes to Albany . 

R. J. Sheedy, former Metropolitat 
Life supervisor in New York, has -_ 
appointed manager of the Albany ag? 
ropolitan district, with headquarters 4 
75 State street. 


Davis 35 Years with Prudential 

John T. Davis, superintendent 0 
Bloomfield, N. J., office of the a 
tial, has rounded out 35 years © 
tinuous service. 


t 
Walter P. Marcrum, 53, superinteny 
for the Prudential at LogansP 
died of a heart attack. + the Pr 
R. C. Stephenson, manager 0 f, i 
dential in Madison, Wis., since 190 
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L. A. Mack’s Mother Dies 

Mrs. Helen Whaley Mack, eWeek 
L. A. Mack, publisher of the . Mot! 
Underwriter,” died at her home in 
clair, N. J., at the age of 87. 
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—fTheme in N. Y. 


"Thought and Action” Is 


Course 





However, if it should turn out that 
when the agent shows up for the con- 
sultation the prospect is obviously 
rushed and says, “I can give you three 
minutes, sit down and let’s talk about 
it,’ no selling whatever should be at- 
tempted. Instead, the opportunity should 
be used for further stage setting and an- 
other appointment arranged. It is par- 
ticularly important that whatever is said 
in the preliminary interview it should 
evoke a positive response, whether the 
question has anything to do with insur- 
ance or not, Mr. Rosen emphasized. 


Develop Sales Personality 


The agent should take steps to develop 
a positive sales personality rather than 
worry too much about his technical 
knowledge of life insurance. He advo- 
cated study of selling methods that have 
succeeded in other lines and urged devel- 
opment of skill in presentation even to 
the extent of practicing sales talks be- 
fore a mirror. While the agent may 
laugh himself sick the first time he tries 
it, there is no better way of finding the 
weak points in one’s sales talk, he said. 
Agents are often surprised to learn the 
reason their supposedly sure-fire sales 
arguments fizzle out is that intonation, 
gestures and facial expression are doing 
nothing to help put ideas across. 


Visual Selling Principle 


Among the valuable specific pointers 
offered by Mr. Wilson, his application of 
the visual selling principle was the most 
striking. He explained how his agency 
uses charts aimed to fit any particular 
situation and arranged to typify most 
prospect’s estate problems to whom they 
are shown. The charts are made up for 
estates of various sizes, the agent using 
the one approximating what he believes 
his prospect’s own situation. 

While the diagrams are simple, they 
effectively show the prospect what can 
be done. Use of colored inks enhances 
the eye appeal along with a code. 








alike 
bes NEW YORK—What to say in those 
the vital seconds when the prospect is mak- 
“for AE ing UP his mind whether to like you and 
hin your proposition or turn on his stand- 
~, Meardized sales resistance was analyzed 
with and prescribed for by Lester A. Rosen, 
lin Union Central Life, and H. H. Wilson, 
"B manager Equitable Society, in the Life 
Tt underwriters Association’s lecture course 
va or Mae rere. Following the “Thought and Ac- 
¢° tion” theme of the course, Mr. Rosen 
re discussed the principles involved in such 
re instances and Mr, Wilson cited specific 
hie examples on just what to do and say. 
'S 0M Selling the Stage 
more 
extra Observing that “you can as effectively 
yr re f make love to a_girl in a crowded subway 
car as to sell to a man in a busy office,” 
eon Mt. Rosen stressed the necessity of set- 
—— (ting the stage before trying to sell. Dis- 
claiming any desire to proselyte those 
wedded to a successful one-interview 
system, Mr Rosen said his method calls 
——@ for at least one preliminary interview in 
which the sole object is to set the stage, 
.. [pe bringing the prospect around to a frame 
istrict HS of mind receptive to the actual sales in- 
= terview. 
2 Establish Common Ground 
m 
ist The preliminary interview, he said, 
ce he: feeshould be devoted to establishing a com- 
Han- {mon ground and this does not mean 
merely bringing up the name of the man 
from whom the agent got the prospect’s 
name and then entering the sales talk 
as if all possible barriers had been re- 
of the moved. The agent should keep the mu- 
s heen tual acquaintance in the conversation 
- some Me long enough so that some congenial 
home HM topic of conversation arises, opening the 
charge Me way for a friendly chat. Then there is 
ion, 210 longer any need to lean on the ac- 
-obert: Mi quaintance. 
jorfolk ©The agent and the prospect are now 
nage! Meiriendly, the prospect feeling here is a 
man with whom he would like to do 
business. This makes it easy and na- 
y  FBtural to get the prospect to agree to 
/, Ris Many future appointment. 
as Ob 
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they were worth that Dec. 31, 1937, and 














er, ' are Now, 
+ Nee “Much has been said of certain indus- 
uid nes leading the country out of the de- 


Presion, but apparently it was not widely 
Fcognized, except among life insurance 
People, that this institution played a tre- 
rodously important part in mitigating 
ue severity of the depression for mil- 
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ts =~ many others; through foster- 
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* Contrasted with dependence and the 


ed for governmental charity and re- 
lel measures, 


lped to Bolster Nation 


‘. iS estimated all life insurance dis- 
0,000 tes totaled more than $3,000,- 
bolstere * year. Life insurance also 
eta many industries and utilities by 
ie inn fund their obligations, and 
eal Trance was one of the greatest 
eee of government by buying its 
«potions in huge amounts. 
bowed ene show that life insurance 
ahead strikingly in a time when 
usinéss was very much at a 
bstima’ eal life insurance in force 
rom ory to have increased last year 
appro’ 81000,000 to $110,000,000,000, 
hey troximately 514 billions. 
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4 percent. Premium income rose ap- 
proximately 100 millions, being around 
$3,750,000,000. Total income exceeded 
five billions. 

“Tt is no surprise to life company ex- 
ecutives to see their companies coming 
through hard times in splendid shape. 
Long ago it was planned that way. For 
life companies operate on the scientific 
law of averages, not alone as regards 
mortality, but also in respect to invest- 
ments and their territorial allocation; life 
insurance risks and their spread over 
wide areas to guard against local dis- 
turbances having undue éffect on the 
experience; and even in regard to real 
estate mortgages that are bought. 
Broad diversification, carefully worked 
out and perfected over the years, greatly 
helps to make life insurance so sound 
and stable. 


Continuing Cash Income 


“Insurance companies have continuing 
cash income from collection of premiums 
and from interest on other investments, 
rents, etc. They can, as in the case of 
farm and urban real estate investments 
of the depresion years, temporarily dis- 
regard low values and yield in any divi- 
sion, and wait for a return to normal 
conditions. 

“Growing recognition of this vital 
principle in part accounts for the fine 
record of life insurance last year and in 
the years that went before. Company 
officials and agents have done important 
work, but mainly the 110 billions of life 
insurance in force represent the will of 
the people—a mandate to preserve law 
and order, peace and contentment for 
the American ‘people.” 





Motivating Is Stressed by 
Kuehner and Dawson 
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agent must convince the man that he 
can’t lose, by discussing the action pur- 
sued in all eventualities—death, life, and 
relinquishing of the policy. 

At that point the prospect might ob- 
ject that he “can’t afford it.” “This 
means simply that the benefits as pre- 
sented do not justify the cost. The bene- 
fits must look good, and the cost must 
look small.” Here Mr. Dawson. sug- 
gested another try for action. 


Two Cardinal Rules 


Finally, Mr. Dawson mentioned, two 
cardinal rules for the agent to be con- 
scious of during. the closing process. 
The first was that he be willing to spend 
as much time as is necessary. “The life 
salesman looking for a short-cut for 
closing will always be a failure,” he said. 
“The public is becoming wiser and more 
careful, men are beginning to weigh the 
merits of a proposition today far more 
closely than back in 1924. Time is a 
powerful factor; a man has a right to 
think through the negatives. Then he'll 
not be apt to surrender the policy once 
he has signed, and the agent’s income 
from the sale will not be lost.” 

The second rule for the agent is that 
he show a sincere enthusiasm for what 
he is selling. “Enthusiasm, when. sin- 
cere, is a powerful closing aid,” Mr. 
Dawson said. “Be conscious of your 
own attitude. Be positive-minded.” 

W. Watson House, Hartford general 
agent for New England Mutual, was 
chairman. Speakers this week will be 
Chester O. Fischer, Massachusetts Mu- 
tual Life, vice-president, and Lewis O. 
Kinne, assistant secretary Aetna Life. 





H. E. Alles, for the past 11 years as- 
sistant manager of the Detroit agency 
of the Fidelity Mutual Life, has joined 
the Lamphar Agency there, specializing 
on life insurance. 





C. W. Baldwin Agency Head 
of Sunset Life of Olympia 


C: W. Baldwin, for the last 10 years 
Connecticut Mutual general agent in 
Seattle, has been appointed vice-presi- 
dent and director of agencies for the 
Sunset Life of Olympia, Wash. The 
company was organized two years ago. 
Recently a casualty company was 
started as a running mate and is selling 
accident and health insurance. The Sun- 
set Life operates only in Washington. 
A short time ago the Mutual Service 
Life of Spokane was taken over by the 
Sunset Life. Mr. Baldwin became an 
agent of the Phoenix Mutual in Seattle 
in 1924 and some three years ago he was 
appointed Seattle general agent of the 
Connecticut Mutual. 


Murrell, Territory Widened 


LOS ANGELES—T. G. Murrell and 
W. L. Murrell, Pacific coast supervisors 
for the Mutual Life, and general agents 
for Los Angeles territory, have returned 
from a seven weeks stay at the home 
office, where they participated in the 
general agents conference and in the 
tests of the “Analagraph,” the plan of 
training men adopted by the company. 
The plan, invented by F. D. Haselton, 
assistant superintendent of agencies, 
calls for a month’s course before agents 
are permitted to use it. 

Mr. Haselton will be in Los Angeles 
April 14, to conduct a month’s school 
for agents and then will proceed to San 
Francisco, Seattle, Portland and Spo- 
kane, where similar schools will be held. 
He will be accompanied to the North- 
west by Tom Murrell, who will assist. 

Following his completion of the train- 
ing Mr. Murrell made seven canvasses 
in Wall street, and before he left for 
home had closed four of them for a to- 
tal of $94,000 in insurance. 

The Murrell Brothers have had added 
to their territory the Salt Lake general 
agency comprising Utah and Idaho. 
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COLUMBUS 





A four-fold sales packet of the “hottest” profit- 
building material you’ve set your eyes on in many 
a day. And that’s not on our 
say-so! That’s what live-wire 
producers are saying about 
the new Paymaster Pro- 
grams. Their actual pro- 
duction increases directly 
attributed to this modern 
insurance package idea are 
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News Asout LIFE POLICIES 








BY J. H. RADER 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Connecticut General Move 





Issues Temporary Participating Plan 
That Contains Several Unusual New 
Family Income Features 





The Connecticut General has now for 
the first time a participating temporary 
insurance plan. This is in the form of 
what is commonly known as the family 
maintenance rider, and will be issued for 
periods of 10, 15 or 20 years, in connec- 
tion with permanent plans of insurance 
in the participating department only. 

The rider provides that an income will 
be paid to the beneficiary for 10, 15 or 
20 years after death of the insured and 
payment of the face amount of the basic 
policy at the end of that time providing 
such death occurs during the term period. 
After expiration of the term rider, if the 
insured is still living, the premium re- 
duces to the extent of the extra premium 
that was charged for the rider. 

These riders are convertible to perma- 
nent forms of insurance within 7, 10 and 
15 years, respectively, from the date of 
issue but are convertible as of the at- 
tained age only. Although these riders 
do not affect the non-forfeiture values of 
the contract, so far as amounts are con- 
cerned, the company does make this un- 
usual provision, “If, while a policy is 
running under the extended or paid-up 
insurance option, a claim occurs within 
a term of years after the original date oi 
issue equivalent to the family mainte- 
nance period, the proceeds are held by 
the company for a term of years equiva- 
lent to the family maintenance period 
and during the interval interest is pay- 
able monthly in advance at the rate of 
$2.46 per $1,000 of proceeds.” 

Another unusual feature is that dou- 
ble indemnity will be issued on both the 
original policy and the family mainte- 
nance rider with the income under the 
rider being doubled instead of the extra 
amount being paid in a lump sum. The 
family maintenance riders are participat- 
ing and the dividends will be added to 
those of the regular policy. 

Another change that is being made at 
the same time is the allowance of the 
family income rider to be issued with 
the convertible to age 65 contract. The 
family income rider as distinguished 
from the family maintenance provides an 
income during a specified number of 
years from the date of issue should death 
occur during that period. It has been 
issued for some time as has the con- 
vertible to 65 but up until the present 
it has not been possible to combine the 
two. 

20 Yr.Plan 15 Yr.Plan 10 Yr. Plan 
Div. Div. Div. 


20 20 20 
Age Prem. Yrs. Prem. Yrs. Prem. Yrs. 
15 $9.56 $71.23 $7.65 $42.71 $5.56 $20.30 
16 9.67 71.35 7.73 42.78 6.61 20.36 
17 9.78 71.50 7.81 42.84 5.67 20.40 
18 9.90 71.64 7.88 42.87 5.72 20.40 
19 10.04 71.78 7.97 42.96 5.79 20.40 
20 10.19 71.95 8.05 43.01 5.84 20.49 
21 10.37 72.20 8.14 43.10 5.90 20.50 
22 0.55 72.38 8.24 43.18 5.95 20.50 
23 10.75 72.63 8.34 43.27 6.01 20.54 
24 10.99 72.91 8.47 43.37 6.06 20.59 
25 11.26 73.26 8.62 43.51 6.13 20.60 
26 11.56 73.60 8.78 43.66 6.20 20.66 
27 11.89 74.03 8.98 43.81 6.29 20.69 
28 12.26 74.39 9.19 43.96 6.39 20.75 
29 12.65 74.92 9.44 44.13 6.51 20.79 
30 13.12 75.46 9.72 44.38 6.65 20.87 
31 13.63 76.12 10.04 44.64 6.82 20.96 
32 14.19 76.83 10.40 44.91 7.01 21.05 
33 14.82 77.59 10.80 45.23 17.24 21.16 
34 15.51 78.50 11.24 45.57 7.50 21.27 
35 16.28 79.46 11.75 45.96 7.79 21.41 
36 17.14 80.59 12.30 46.41 8.12 21.57 
37 18.07 81.79 12.91 46.91 8.48 21.74 
38 19.08 83.09 13.57 47.47 8.87 21.93 
39 20.19 84.57 14.30 48.05 9.31 22.12 
40 21.41 86.18 15.10 48.73 9.78 22.35 
41 22.72 87.90 15.96 49.49 10.29 22.60 
42 24.15 89.87 16.91 50,28 10.84 22.89 
43 25.70 91.99 17.95 51.19 11.45 23.17 
44 27.89 94.23 19.08 52.11 12.13 23.53 
45 29.22 96.70 20.31 53.21 12.87 23.88 
46 31.20 99.42 21.65 54.36 13.66 24.28 





20 Yr.Plan 15 Yr.Plan 10 Yr. Plan 

Div. Div. Div. 

20 20 20 

Age Prem. Yrs. Prem. Yrs. Prem. Yrs. 
47 33.35 102.34 23.11 55.63 14.54 24.72 
48 35.66 105.56 24.72 56.99 15.50 25.22 
49 38.18 108.98 26.45 58.51 16.55 25.75 
50 40.89 112.68 28.35 60.15 17.70 26.30 
51 woee evoce 30.40 61.95. 18.96 26.96 
52 32.63 63.89 20.34 27.65 
53 35.05 66.02 21.83 28.41 
54 37.66 68.32 23.47 29.27 
55 40.49 70.80 25.24 30.14 





Indianapolis Life Issues 
Double Protection Policy 





By combining equal parts of per- 
manent life and term, the Indianapolis 
Life preduces what is called the double 
protection policy. The term premium 
included in this policy is much lower 
than the regular term rates of the com- 
pany per $1,000 because of the savings 
occasioned by having it issued in con- 
juction with another policy. The term 
portion is convertible as of the attained 
age of the insured or as of the original 
date, whichever may be desired and such 
conversion may take place within 7, 10 
or 15 years under the 10, 15 or 20 year 
term plan, respectively. 

The company points out that this con- 
tract insured the insurability of the pros- 
pect who may feel the need for a larger 
amount of insurance now or in the fu- 
ture, but is unable at present to pay for 
it on regular plans. The double protec- 
tion provision may be attached to new 
life, modified life, endowments and in- 
come endowment policies, and the extra 
premium is payable only during the 
double protection period. Double in- 
demnity will not be issued on this por- 
tion of the contract, although the per- 
manent plan with which it is combined 
may carry the double indemnity feature. 
Herewith is given the extra premiums 
to be added to the cost of the $1,000 
principal policy: 

With Disability 
Without Disability (Waiver Only) 
20 15 10 20 15 10 


Year Year Year Year Year 


Age Plan Plan Plan Plan Plan Plan 
a - $5.77 $5.65 $5.54 $5.93 $5.82 $5.73 
a 5.78 5.69 6.12 5.95 5.88 
ee 6.53 6.15 5.95 6.71 6.88 6.16 
DP isisi%5 7.65 6.87 6.34 7.86 7.07 6.55 
ARS 9.77 8.43 7.41 10.07 8.67 7.64 
ae. 13.45 11.30 9.59 13.95 11.66 9.88 
45..... ooee 16.09 13.39 - 16.73 13.83 
eis. . 19.54 - 20.35 





Triple Combination Contract 
Issued by Colorado Life 


A “triple combination” participating 
policy has been brought out by the 
Colorado Life, which is explained as 
ordinary life if the policyholder dies, 
but 20-pay life or old age endowment 
if he lives. The purpose is to give flexi- 
bility so the applicant need not make a 
decision at the time of purchase as to 
type of contract that will bind him for 
duration. The contract starts as 20-pay 
life. However, if maximum amount of 
insurance is needed at low cost, the 
policyholder may pay the ordinary life 
rate of age at issue, the difference in 
premiums except for the first annual 
premium being returned at 3% percent 
compound interest. If the policyholder 
dies while premiums are being paid on 
the 20-pay life basis, the proceeds pay- 
able will be face amount plus the differ- 
ence in premiums between 20-pay life 
and ordinary life at 3% percent com- 
pound interest except for the first an- 
nual premium. 

At the end of 20 years if the policy- 
holder desires to take the difference in 
premiums plus interest and continue the 
policy as ordinary life, he will have an 
ordinary life policy with full 20th year 








| ordinary life cash and paid up values. 


However, if he desires he may con- 
tinue the premium on the 20-pay life 
basis until a certain age when the policy 
will mature as an endowment for the 
face amount. If he does not desire the 
cash at that time, he may take a life 
annuity, the amount of the annuity be- 
ing printed in the policy. 

In case of the annuitant’s death be- 
fore he has received the face amount 
of the endowment policy used to buy 
the annuity, payments will continue to 
beneficiary until the total paid to an- 
nuitant and beneficiary equals the face 
amount. 

It is pointed out that in case a policy 
loan is desired, this may never need to 
be more than the amount of the differ- 
ence between the ordinary life premiums 
and 20-pay life premiums, which the 
policyholder may take down at any 
time. Instead of paying interest for it, 
he receives interest on the excess that 
he had paid, and still has an ordinary 
life policy that is unencumbered. 





Dividends on Two Forms of 


American United Published 


Dividend schedule for 20-payment life 
and 20-year endowment policies are an- 
nounced by the American United Life. 
The term plans sold by this company 
are nonparticipating. Illustrative divi- 





dends on the two forms at quinquennial 
ages, are: 


20 Pay Life 
-————_-End of Year————_—— 








5 15 20 
$1.84 $2.00 $2.18 $2.39 
1.90 2.09 32 2.53 
1.98 2.21 2.41 2.66 
2.10 2.30 2.54 2.84 
2.18 2.43 2.74 3.05 
2.32 2.66° 3.01 3.27 
2.58 2.97 3.32 3.45 
2.96 3.39 3.67 3.59 
3.47 3.88 3.98 3.64 
4.12 4.35 4.19 3.66 

20 Year Endowment 

e $2.21 $2.55 $2.94 $3.38 
2.03 2.25 2.59 2.98 3.38 
f 2.31 2.66 3.00 3.39 
ihe cata ieiare 2.12 2.39 2.69 3.04 3.39 
| eae 2.24 2.45 2.77 3.13 3.41 
MD a ipngshinies 2.32 2.56 2.93 3.27 3.43 
ES 2.46 2.79 3.20 3.49 3.47 
55 2.80 3.15 3.56 3.77 3.52 
ee 3.26 3.66 4.04 4.09 3.61 
BO) sonwaaw 3.96 4.35 4.55 4.36 3.76 





Now Is Writing Juvenile 


Juvenile insurance is being issued by 
the Pacific Mutual Life on 20 payment 
life, 20 year endowment and endowment 
at age 18 plans, and also payor insur- 
ance, providing premium waiver to age 
21 of the insured child should. the appli- 
cant die or become permanently dis- 
abled. 

Loan and cash values, settlement op- 
tions, non-forfeiture provisions and 
graded death benefits to age 5 are of- 
fered. Policies will be issued from birth 
except in states where laws do not per- 
mit juvenile insurance under age 1. 
Maximum limits range from $2,500 for 
children age 5 or under, to $5,000 for 6-9. 
From age 10 upwards regular forms 
apply. 


To Issue New Rate Book 


A new rate book embodying changes 
in style and shape will be published 
this month by the Lincoln National Life 
in bound form. This will save inside 
marginal space thus that will make it 
somewhat thinner. Changes in shape 
will better fit it for agents’ pockets. 
Rates will be arranged according to age 
instead of by policy forms. It will in- 
clude the changes recently announced 
in rates on higher premium contracts. 


Dividend Policy Confirmed 

The Security Mutual Life of New 
York has now made official the recent 
tentative announcement that no dividend 
change is to be made for the year be- 
ginning May 1. Interest on proceeds 
of policies and dividend accumulations 
will remain at 3% percent. 











Sales-making facts and figures are 
given in the Little Gem Life Chart. 











C.L.U. NEWS 


INDIANAPOLIS MEETING 


W. M. Morris, actuary of the State 
Life of Indiana, addressed the Indian. 
apolis C. L. U. on “Some Common F3l. 
lacies About the Life Insurance Bus. 
ness.” E. A. Krueger, past president of 
the chapter, introduced the speaker and 
Ross M. Halgren presided. 

Mr. Morris pointed out that there 
is no essential connection between cash 
surrender values and the arithmetical 
reserve factors which companies use in 
computing life insurance liabilities. The 
common expression, “surrender charge,” 
is a misnomer, and creates a wrong im- 
pression. 

A popular fallacy Mr. Morris said, is 
contained in a statement that “the in- 
sured who takes a policy loan pays 6 
percent for the use of his own money.” 
The fact is that, out of this 6 percent, he 
is credited in the accumulation of re. 
serves with usually 3% percent, and the 
balance is barely sufficient to pay the 
expense incurred, which would other. 
wise be borne by the main body of pol- 
icyholders. 

The stress placed in advertising on 
the billions of assets held by the life 
companies creates the wrong impression, 
that the companies are wealthy in their 
own right. It should be emphasized 
that all these billions are earmarked for 
very definite liabilities or carefully esti- 
mated contingencies, Mr. Morris de- 
clared, and are in any event merely held 
in trust for the insured public. 








HARTFORD MEETING 


C. O. Fischer, vice-president Massa- 
chusetts Mutual Life, will be the guest 
speaker at a dinner to be given the 
Springfield, Mass., C. L. U. by the Hart- 
ford chapter Friday night. E. Benjamin, 
president of the Hartford chapter, will 
preside. 

The committee in charge of arrange 
ments includes R. E. Love, chairman; 
E. S. Churchill and G. B. Dorr, Hart 
ford; A. F. Stolz, New Haven, and 
C. K. Litchard, president of the Spring- 
field chapter. 





CINCINNATI COURSE 


W. H. Strauss, Northwestern Mutual, 
is conducting a 10-weeks course in law 
and taxation for a number of men who 
are working for the C. L. U. degree 
under the auspices of the Cincinnat! 
chapter. 





START NEW YORK REVIEW COURSE 

The New York C. L. U. chapter will 
begin a review March 25 in preparation 
for part of the C. L. U. examinations 1 
qualify for chartered life. 


Vetoes Deposit Measure 


FRANKFORT, KY.—Governof 
Chandler vetoed a bill to reduce greaty 
the statutory deposit of domestic life 
companies. This bill provided n0 do- 
mestic life company should post less 
than $100,000 nor more than $500,00% 
whereas the existing law requires * 
curities total the amount of par val 
of capital stock of the company acttt 
ally issued. 





Nebraska Institute Meeting 


At the monthly meeting of the 4 
braska Insurance Institute at Linco’ 
Insurance Director Smrha spoke Ps 
“The Insurance Kaleidoscope. He i 
cussed the meetings of insurance Md 
missioners that he had attended, ‘ie 
dwelt on the changing picture © 
insurance, the progress which has a 
made in the acquirement of busine 
handling it. He touched on the ae 
sity of a relentless warfare agains nes 
mobile accidents. T. A. Sick, He yen 
dent Security Mutual Life of ni 
who is the Institute president, Pre 
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~ LEGAL RESERVE FRATERNALS 





llinois Congress Gathers 





W. E. Mooney Presides in Absence of 
President Stock at Chicago Conven- 
tion—All Officers Reelected 





The Illinois Fraternal Congress, which 

held its annual meeting in Chicago, was 
considerably handicapped by the absence 
of President J. P. Stock, Maccabees, be- 
cause of illness, and R. H. Matthias, 
Lutheran Brotherhood, secretary, who 
was out of the city on a business trip. 
However, the one-day session was ably 
conducted by Acting Chairman W. E. 
Mooney, attorney Woodmen of the 
World. Other officers in attendance 
were Vice-president Joseph Sheen, Se- 
curity Benefit Association, and C. J. Del 
Vecchio, Royal. League, treasurer. Mr. 
Sheen acted as secretary pro tem in the 
absence of Mr. Matthias. About 100 at- 
tended the meeting with 44 societies 
represented. 


President Stock’s Report 


The secretary’s report for 1937 showed 
§3 societies and six individuals as mem- 
bers of the congress. Five new mem- 
bers were enlisted during the year. Pres- 
ent record shows 60 societies enrolled 
for 1988. In Mr. Stock’s absence, the 
president's report was read by Mr. 
Mooney. Mr. Stock in reviewing some 
of the major events during the past year 
said in his report that although some 
features of the Illinois code were found 
objectionable to fraternal societies, good 
features considerably outweighed the 
bad and the congress should go on rec- 
ord as unanimously approving it. He 
spoke of the vigilant and successful ef- 
forts that have been made in repealing 
an ordinance passed by the Chicago city 
council whereby local lodges were 
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the same basis as established before that 


taxed $5 for any meetings at which re- 
freshments were served. He said had 
this not been repealed before actually 
going into effect, it would have worked 
to the disadvantage of local lodges. Mr. 
Stock was one of the four officers re- 
elected at the morning session. Only a 
few changes were made on the executive 
committee, which is composed of eight 
members. 


Roy L. Davis Is Speaker 


Roy L. Davis, assistant director of in- 
surance, in a short address said the con- 
dition and progress of insurance on the 
“fringe of the depression” was remark- 
able. Fraternals sell what might be 
termed “insurance plus” because they 
render many additional services, he said. 
He expressed the department’s sym- 
pathy toward the ideals embodied in 
fraternal organizations. 

Walter Below, president Fidelity Life 
Association and a member of the execu- 
tive committee of the Natonal Fraternal 
Congress, said there is a different atti- 
tude today toward fraternal societies 
among the public than formerly. He ad- 
vocated the need of more effective pub- 
licity methods and spoke of the oppor- 
tunities in this direction made possible 
through a national fraternal week. Fos- 
ter Farrell, secretary-treasurer of the 
National Fraternal Congress, Chicago, 
extended greetings from that body. A 
telegram was also read from Mrs. Dora 
Alexander Talley, president of the 
N.F.C., head of the Woodmen Circle, 
Omaha, who sent felicitations. 


Cites Tax Unfairness 


A. W. Fulton, Chicago attorney Se- 
curity Benefit, cited the present pre- 
mium tax unfairness. Taxation of pre- 
mium income, he said, was a factor not 
calculated in the rate setup of fraternal 
societies, and still threatened in many 
states and in force in one, New Mexico. 
The crux of the problem has always 
been how close fraternals come to dis- 
charging the functions of the so-called 
“commercial” life companies. In most 
states, he said, the societies are exempt 
from taxation because of their beneficial 
and welfare activities, and the fact they 
are organized not for profit. 

Mr. Fulton reviewed a portion of the 
address given before the N. F. C. at its 
recent mid-winter gathering. 


Open Forum Discussion 


Following a luncheon, the afternoon 
session was devoted to open forum dis- 
cussion on problems members desired to 
bring before the congress. Mr. Mooney 
spoke of the special committee that re- 
cently conferred with the insurance de- 
partment attempting to clear up a rul- 
ing of last December as to societies con- 
tinuing sickness and accident policies on 


time. The department ruled in a blanket 
order that local lodges could not grant 
these benefits to members. It was cited 
in a discussion following that such a 
ruling might attempt to destroy the true 
meaning and benefits under the fraternal 
system. The discussion also included 
plans for fraternal week and the offer- 
ing of instruction in colleges on the 
principles of fraternalism along with 
regular insurance courses. 


Fraternals Get Oklahoma 
Licenses by Vote of Board 








OKLAHOMA CITY—The long 
drawn out fight between the state of 
Oklahoma and the fraternal insurance 
societies was ended Tuesday when the 
state fraternal board voted to instruct 
Commissioner Jess G. Read, who is also 
a board member, to issue licenses to 
all fraternal societies that had filed ap- 
plication if he found the applications and 
supporting papers in proper order. These 
licenses had been withheld by boards 
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A New Monthly Income Disability Certificate is now 
being issued by the Independent Order of Foresters, 
an organization that has made a feature and success 
of issuing certificates, with Disability Benefits, based 
on its experience of over half a century. 


It is a modern plan for the business man, that fits well 
in this mechanized age when disability is more common. 


AND NOW! 


after nearly sixty years’ experience in the success- 
ful issuing of Total and Permanent Disability 
Benefits, The Independent Order of Foresters 
issues this new, all-embracing protective certi- 
ficate. 


IT REACHES FAR 


beyond the scope of ordinary insurance protection 
— it insures some income in the event of total and 
permanent disability. 


IN THESE DAYS 


of strenuous living, fast travel and automobile 
transportation, the disability hazard has become 
real to an extent never before experienced. The 
wise man will fortify himself against this risk; 
keeping in mind, that it will not always be the 
other fellow who gets hurt or incapacitated. 


WRITE TODAY FOR FULL PARTICULARS 
ON THIS 


Modern Plan of Protection 


THE INDEPENDENT 
ORDER OF FORESTERS 


FRANK E. HAND, 
Supreme Chief Ranger 


Temple Building, 
Toronto, Canada 
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overriding the vote of the commis- 
sioner, who consistently held they 
should be issued. The supreme court 
had held fraternal societies were not 
subject to the tax sought by the state 
and there was no tax due from them. 
There can be no further appeal as the 
time limit is long passed. 


Will Not Admit Fraternals 


National Association of Life Under- 
writers Trustees at Richmond Decide 
to Withhold Membership 











At the mid-year meeting of the Na- 
tional Association of Life Underwriters 
in Richmond it was decided not to make 
representatives of fraternal societies elig- 
ible for membership in the National and 
local associations. The trustees approved 
a report to that effect presented by a 
special committee headed by Secretary 
Charles J. Zimmerman and the commit- 
tee of past presidents also came to a 
similar conclusion in a special report. 
The excellent record of the fraternal so- 
cieties during the depression was recog- 
nized in Mr. Zimmerman’s report, but 
two criticisms were made that a fraternal 
reserves the right to assess its members 
in the event that the reserves should not 
be adequate to meet all obligations, and 
that since the by-laws of a fraternal be- 
come part of the policy, amendments to 
these by-laws would therefore also con- 
stitute an amendment to the policy con- 
tract. 

Despite the excellent depression rec- 
ord of the fraternals, the report states, 
‘it is our feeling that the very existence 
of these two elements in the policy con- 
tract leaves the door open to an unscru- 
pulous use of these powers, thereby 
causing dissatisfaction of the policy- 
holders. This in turn would reflect on 
the institution of life insurance gener- 
ally, and upon representatives of fra- 
ternal societies in particular,” said the 
report. 

Other objections are raised by the re- 
port, including the fact that in some 
states representatives of fraternal asso- 
ciations need not be licensed by insur- 
ance departments. Applications for fra- 
ternals do not contain any question in 
regard to replacement of already existing 
insurance, that is, the fraternals do not 
subscribe to the agency practice agree- 
ment and other agreements entered into 
by old line legal reserve life companies 
for the protection of policyholders. Fra- 
ternal society representatives are located 
in rural districts and a large percentage 
of them are on a part time basis. There 
is no uniformity to the scale of commis- 
sions or method of compensation paid to 
fraternal society representatives. 

The method under which fraternal so- 
cieties conduct their business is different 
to that used by the old line regal reserve 
life companies and the activities of the 
societies in social, charitable and civic 
work set them apart from the life com- 
panies. 

Although there are many excellent 
fraternal societies and high class repre- 





sentatives, the committee feels that it is 
difficult to draw any line of distinction. 





Sustains I.0.0.F. Demurrer 


By sustaining demurrer of the Inde- 
pendent Order of Foresters, Toronto, 
Can., against a suit brought by the state 
of Iowa, District Judge Jordan ruled 
against the state’s collection of 2% per- 
cent tax on gross premiums. The suit 
was started several months ago by the 
state at the instance of Ray Murphy, 
then insurance commissioner; Leo Weg- 
man, treasurer, and C. B. Murtagh, 
comptroller. The I.0.0.F. group has 
operated in Iowa since 1892. It claimed 
tax exemption as a fraternal, but paid 
$1,392 tax on $55,688 gross premiums 
for 1936 pending settlement of the suit. 

It is expected appeal will be taken to 
the supreme court. 


Equitable Reserve Rally 


RACINE, WIS.—John C. Karel of 
Milwaukee, president Equitable Reserve 
of Neenah, was guest of honor at a 
meeting of his society here when a re- 
newal obligation ceremony was held. 
Delegations from Milwaukee, Burling- 
ton and Kenosha attended. Silver and 
gold 25- and 30-year emblems were pre- 
sented to members. Judge Karel, head 
of the E. R. A. for 17 years and former 
president National Fraternal Congress 
and Wisconsin congress, stressed the 
need of life insurance for every husband 
and father, urging it to the point of 
compulsion before a marriage license is 
issued to protect the future wife and 
children. 





Conduct Peace Program 


SHEBOYGAN, WIS.—World war 
photographs were shown on the screen 
at a meeting of Camp 2322, Modern 
Woodmen, by A. C. Richards, who was 
an official photographer in the U. S. 
army. David Rabinovitz, attorney, spoke 
on “Saving America for Future Genera- 
tions,” citing the opportunity of Mod- 
ern Woodmen and other fraternals to 
instil the spirit of peace and brotherly 
love. 





Managers Hold Meeting 


Twelve district managers of the Mod- 
ern Woodmen attended a spring sales 
meeting at Lincoln, Neb. A. R. Tal- 
bot, past president, submitted plans for 
an active business campaign during the 
next six months. 





Tax Uniformity Hearing 
BOSTON—Legislative hearing was 
given the petition of the Massachusetts 
Association of Life Underwriters for a 
revision of taxes which now give the 
Massachusetts savings banks advantage 
over the legal reserve companies. Pro- 
ponents favor a uniform tax to make 
the competition more equitable. Judd 
Dewey, deputy commissioner of savings 
bank life insurance, opposed the bill, de- 
claring the yield from the higher taxes 
would be only about $9,000 a year. 
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Hull Calls for 
Sustained Public 
Relations Effort 


(CONTINUED FROM PAGE 1) 


“The position which has been taken 
by the companies, up to the present, is 
that life insurance speaks for itself and 
that it is not dignified, or something, to 
stick one’s neck out, into a debate, which 
is likely to turn into a cat and dog fight. 
That was apparently the philosophy 
which underlay the decision of the com- 
panies, as a group, not to oppose the 
savings bank life insurance bill as intro- 
duced in the New York legislature which 
decision left the agents to fight for 
amendments to the legislation on their 
own initiative and under their own 
power. 


Not Undignified, He Says 


“We were able to secure, through per- 
sonal contacts, the aid of one feature- 
writer and the cooperation of one news- 
paper, in our effort to tell, in the midst 
of political recrimination and editorial 
vituperation, the story of the service of 
the life insurance agent and the contri- 
bution made over the years by the 
American agency system. Is there any- 
thing undignified about that? Or, if that 
effort could have been multiplied and 
put into effect in all of the newspaper 
offices of the country, would there have 
been anything fundamentally wicked 
about it? Should that sort of thing be 
left to the more or less casual and cer- 
tainly amateurish activities of a life un- 
derwriters association? 

“All of us here in this room know 
that life insurance is the greatest single 
factor in our national life today, for so- 
cial and economic security. But does 
the public at large know it? Do the 
legislators in all the states and in Wash- 
ington know it? The answer is that we 
have told them very little, except to 
policyholders in the making of the sale, 
except that their premiums were due on 
such and such a date and.in such and 
such an amount. 

“If anything worth while is to come 
out of all these discussions of public re- 
lations, it must be made a permanent 
part of our institutional management. 
We must not wait until the crisis 
comes. Then it is too late and under 
those circumstances everything that is 
done is subject to misinterpretation. 


Doesn’t Blame Writers 


“The fact that life insurance is ex- 
periencing unfavorable publicity in the 
daily press and in magazines and from 
authors, is not altogether the fault of 
the newspapers and periodicals and 
those who write for profit. We have 
been one or more of three things: (1) 
indifferent, (2) cautious and retiring, on 
the theory that it was best not to open 
up a public debate or (3) unequipped. 
In fact, I have a very definite idea that 
as an institution we have been guilty 
of all three of those faults. We have 
been too indifferent at least to really 
set about equipping ourselves. And our 
indifference has been colored by or has 
found justification in our caution and our 
reticence. 

“It is not difficult to secure favorable 
publicity for life insurance, nor even to 
eliminate or answer unfavorable com- 
ment, if the job is systematically set up 
and efficiently operated. 

“The establishment of an adequate 
piece of machinery for the proper edu- 
cation of the public and for the conduct 
of a dignified, constructive program of 
public relations for American life insur- 
ance, would cost money—more money 
than is within the realm of possibility 
for the treasury of the National asso- 
ciation. 

“All that I am saying should be ad- 
dressed to the companies. And I am 
therefore tempted to ask just this one 
question: ‘How long will the companies 
leave their agents to fight alone these 
forces of destruction?’ They give us a 
wonderfully helping hand during one 
week of each year. Why not establish 








that same kind of an agency for telling 


the story of life insurance during the- 


other 51 weeks—not at an expense 5} 
times what it is costing now, but pos. 
sibly twice that amount. 

“All we ask is that the whole subject 
be reopened and carefully considered.” 


Company Officials Oppose 


Juvenile Limitations 








(CONTINUED FROM PAGE 1) 


at times to determine what constitute; 
over-buying of insurance. Fixing ap 
arbitrary limit of $300 for under age 1 
would vastly increase cost in handling 
this class of business, he said, as indus. 
trial insurance is written in multiple of 5 
cents a week and at some younger ages 
5 cents would buy less than $300, where. 
as 10 cents would purchase considerably 
more than $300. 


Raises Premium Query 


Mr. Taylor also said a number of life 
companies are issuing ordinary life in- 
surance on children and the limitation 
in the bill would interfere with their 
set up. He was fearful enough premium 
income would not be forthcoming under 
the proposed law to take care of heavy 
death rate of infants. 

New York is one of four states which 
regulates by statute the amount of in- 
surance which may be purchased upon 
the life of a child. 

Mr. Strong said his company recently 
put out a juvenile policy. He felt a set- 
up amount of insurance starting at lower 
ages was preferable to an arbitrary 
amount for all ages below 11. 





Approves F. H. A. Investments 


BOSTON.— Commissioner DeCelles 
has notified domestic companies his de- 
partment henceforth will recognize a 
legal investments debentures issued by 
the Federal Housing Administration. 
The notice followed an opinion of the 
attorney general that insurance comp 
nies might invest in first mortgages on 
small houses and multiple group hous- 
ing projects supervised by the F. H. A. 

It is estimated that reserve funds of 
more than $100,000,000 of Massachusetts 
companies would be available for such 
investment. These surplus funds have 
been invested in government bonds + 
234 percent while the housing plan pro 
vides opportunity to lend at 5 percett. 





Mortgages Taxable in Georgia 


ATLANTA — Insurance compas 
holding mortgages in Georgia are sub- 
ject to the new tax on intangibles, 
was held by Assistant Attorney Get 
eral Duckworth. Where compatit 
maintain a business status in this state 
they will be expected to return for taxa 
tion all mortgages and liquid assets. | 

Under the new law, foreclosure actio 
on a mortgage is banned in the state 
courts unless return has been made 0! 
taxation. However, the mortgagor ™) 
recover his rights to sue by paying ™ 
back tax plus 25 percent penalty. 


C. A. Naylor’s New Post 


G. W. Geddes, president of the Cant 
dian Life Insurance Officers Assoc’ 
tion, announces the appointment ot 
A. Naylor as its secretary and actest 

‘Mr. Naylor graduated from the rs 
versity of Toronto in 1933, wee 
gold medal in the ‘mathematic i 
physics course. He is an associa ‘ 
the Actuarial Society of America - 
the American Institute of Actua ae 
has passed one-half of the fellowsiup 
aminations in both bodies. Since ore 
uation Mr. Naylor has been conte 
with the actuarial department © We 
London Life. He succeeds “fie: 
Vity, whose resignation becomes 
tive April 1. 


L. A. Mack’s Mother Dies 


f 

Mrs. Helen Whaley Mack, mote 

L. A. Mack, publisher of the , Mort 
Underwriter,” died at her home 111 


clair, N. J., at the age of 87. 
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SALES IDEAS AND SUGGESTIONS 











Sextet of Noted Speakers 





on Program at Detroit 


DETROIT—Gathering at the rally- 
ing cry of “Greater Knowledge Brings 
Increased Courage,” 600 life agents from 
Detroit and many other Michigan com- 
munities heard two agents, two general 
agents and two home office executives 
discuss various phases of the business at 
the annual sales congress of the Qualified 
Life Underwriters here. President S. 
W. Ryan, Penn Mutual, was chairman 
at the morning session and Vice-presi- 
dent J. H. Kennedy, Equitable Society, 
in the afternoon. 

Life insurance has been the object of 
many attacks in recent years, due prob- 
ably to the decadent thinking of depres- 
sion years, J. C. Behan, vice-president 
Massachusetts Mutual and chairman An- 
nual Message of Life Insurance commit- 
tee, declared. This emphasizes the need 
for an all-year educational campaign by 
legal reserve life companies to inform 
the public correctly about life insurance, 
he said. 


Savings Bank Insurance 


Another factor that points the need for 
educational work is spread of the sav- 
ings bank insurance plan, which is un- 
fair to the business since it involves 
much subsidy and no overhead charge. 
This has been further complicated by 
radio addresses of a Massachusetts state 
oficial who heads the savings bank plan 
in that state, in which he attacked pri- 
vate life companies. 

A cooperative educational fund of 
$1,400,000 could be raised among the 
legal reserve companies by assessing 
each $1,000 of business written only 1 
cent, Mr. Behan said. Then the public 
could be informed exactly what life in- 
surance is, what it does and how it does 
it. This should be an extension of the 
educational work being attempted in the 
Annual Message of Life Insurance pro- 
gtam which he explained in detail. 

Mark Schwinn, Northwestern Mutual 
agent in Beaver Dam, Wis., who has 
written more than 100 lives a year for 
the past 18 years in rural territory, gave 
his novel talk. 


Working Down in Price 


Wallis Boileau, Jr., second vice-presi- 
dent Penn Mutual, spoke on “$2 Up or 
$6 down,” He based his talk on the tale 
of a millinery merchant who found that 
while he had a large number of custom- 
tts he was not making a satisfactory 
Profit. Most of his sales were of $2 hats, 
ree his salesmen started a customer at 
Fe $2 rack and worked up. He ordered 
aa to show the $6 hats first unless 
ri instructed by customers. There 
ut €sson in this for agents, Mr. Boileau 
ane meest the better grade of poli- 
pee cents and higher premium con- 
client will be sold. At the same time 

ri . will have better protection and 
i: high staction. Low grade salesmen 
he said. Stade goods don’t go together, 
wane the exception of one or two 

a : . the life insurance companies 

tra Ow grade merchandise to offer; 
: Dercentarnderwriters sell far too high 
tracts ne of the low premium con- 
theis a for their clients’ good and 
Profitable f your own business is not as 

a as it should be, then there is 
manshi ng wrong either with your sales- 
these fae or your methods. Search out 

tors that make the difference be- 


tween faj 
ai 
them.” lure and success, and correct 


Co : : 
to He cage are Coming more and more 
commisey’ he said, that the amount of 

Ons paid the agent alone does 





not determine whether he is an asset. 
The right kind of business stays on the 
books, and this kind is usually put there 
by good agents. There are three kinds 
of bad business, he said: That which is 
oversold to the policyholder, that which 
has been sold along the lines of least 
resistance rather than designed to fit a 
specific need, and that which has been 
sold on some basis other’than to fit a 
specific need. 

“It is good psychology to quote an- 
nual rates in talking with prospects, and 
point out that by paying the premium 
this way he is earning a 6 percent dis- 
count on it. Strive for annual premiums 
as much as possible; this method of pay- 
ment is better for the policyholder, for 
the underwriter and for the company. 

“Greater volume does not always 
mean greater income for you. It will 
mean that if you concentrate on the 
higher grade policies. Study your termi- 
nations to see whether you are doing a 
good selling job that will build up a 
good renewal account for you. You have 
to sell term policies in some instances, 
but not nearly so frequently as you 
think you do. Don’t get into the term 
habit.” 


Zimmerman Gives Tips 


Charles J. Zimmerman, Chicago agent 
for the Connecticut Mutual and secre- 
tary National Association of Life Un- 
derwriters, who built his agency from 
$600,000 in 1930 to $7,000,000 in 1936, 
talking on “Getting Action,” warned that 
in these times when business is more 
difficult to get, agents must fight to close. 
More people are being closed by the 
emotional appeal than by the appeal to 
reason. 

“I know two men who have about 
equal selling ability yet one closes one 
case out of three while the other closes 
but one out of each 14,” Mr. Zimmer- 
man said. “The difference lies in the 
fact that the former prepares each case 
very carefully before the interview, col- 
lects all possible data on the prospect 





and has a concrete and applicable pro- 
posal to offer when he calls. The other 
counts largely upon framing his story to 
fit the need as he is able to discern it 
during the interview. 

“We cannot always obtain as much in- 
formation beforehand as we would like 
to have, but we can at least learn as 
much about the prospect as possible, and 
every additional fact makes the close 


that much nearer, and the possibility of 


selling him that much better. 
Urges Definite Proposal 


“We should never call on a prospect 
without either having a definitely help- 
ful idea to present to him or a definite 
cover to offer for a known need. The 
time to close is whenever you have 
shown a prospect that he has a problem 
that will be solved by life insurance. Too 
often we are afraid to ask for a decision. 
The sooner he says ‘yes’ the sooner we 
are done and the sooner he says ‘no’ 
the more time we will have to change 
that word to ‘yes.’ ” 

Mr. Zimmerman has built up a file of 
closing motivating material of which he 
makes frequent use. He exhibited it— 
clippings from newspapers, letters from 
grateful beneficiaries, letters from clients 
enjoying a carefree retirement, replicas 
nd checks paid to beneficiaries and the 
like. 

“We in the business tell human inter- 
est stories so often they become mechan- 
ical and we don’t believe them our- 
selves,” he said. “No wonder the pros- 
pect is not sufficiently impressed by 
them. The one thing you can do to 
make the prospect believe is to buy in- 
surance yourself until it hurts. I have 
done more business on the strength of 
my own policy than with any other argu- 
ment or inducement.” 


Youngman on Finesse 


A. V. Youngman, associate general 
agent Mutual Benefit, New York City, 
and president New York Life Under- 
writers Association, talked on “Finessing 
the Prospect’s Lead.” He urged mak- 
ing an effort to learn what is going on 
in the prospect’s mind during the inter- 
view. He sells on the bridge principle 
of “two over two and forcing the lead,” 
he said. The opening bid of two is based 
on frankness and suggestion rather than 
dogmatic assertion, and the responding 








Lackey Gives Good Tips 





DETROIT—Attorneys always should 
be consulted in preparation of an insur- 
ance trust case, G. E. Lackey, general 
agent Massachusetts Mutual and chair- 
man National Association of Life Un- 
derwriters committee on cooperation be- 
tween life agents and attorneys, told 150 
underwriters, bankers and accountants 
at the third of a series of tax lectures 
sponsored by H. C. White, Detroit gen- 
eral agent Connecticut Mutual. 

Life agents should not draft legal in- 
struments of any kind for their clients. 
Few have handled irrevocable trust 
cases. Most of them go slowly in such 
cases, and rightly so, Mr. Lackey said. 
Plenty of instances arise in the course of 
life insurance solicitation where legal 
documents are advisable, and in such 
cases an attorney should be retained to 
draft instruments. 


Should Educate Lawyers 


A big problem confronting the life 
business is to educate lawyers on life in- 
surance, he said. At least 80 percent of 
law school students skip. courses on life 
insurance and annuities in their studies, 
not realizing the need for this instruction 
and not seeing possibilities to them- 
selves. 

“Tt is one of the tasks of the life un- 
derwriter to build consumer acceptance 








among his clients for life insurance as a 
stabilizer for their estates,” Mr. Lackey 
said. “In an amazing percentage of es- 
tates probated, the life insurance pro- 
ceeds account for most if not all of the 
cash or liquid assets of the estate. Where 
there is little or no life insurance in an 
estate, assets often have to be sold at a 
sacrifice to meet the immediate cash 
needs of the executor or administrator 
having charge of the estate, to cover 
such expenses as the inheritance tax, 
funeral expenses and the like. Every 
estate needs some cash in order to liqui- 
date that estate in orderly fashion, and 
without loss to the heirs. 


Sell Life Insurance Dollars. 


“There is a decided need for life un- 
derwriters to sell life insurance dollars 
rather than court house dollars for the 
estate. A survey of 100 estates probated 
in Wayne county shows that the estate 
or ‘court house’ dollar shrank to a point 
where the actual dollars in the estate 
were worth from 92 cents down to as 
low as 30 cents as compared with life 
insurance dollars, which are always 
worth 100 cents to the estate.” 

D. P. Kipp, tax expert, spoke on “Es- 
tate Tax Preparedness Through Life 
Insurance.” -H. C. White presided. 








A&H Sales Possibilities 


Shown in Survey Edition 





Every life underwriter who writes ac- 
cident and health insurance should have 
a copy of The Accident & Health Re- 
view’s Survey Edition, which will be off 
the press April 1. The issue will con- 
tain the most complete survey of hos- 
pital costs ever made from an accident 
and health insurance standpoint, full de- 
tails about the new hospitalization plans 
and the most complete compilation of 
statistics on accident and disability ever 
published. Effective sales material and 
background material will be contained in 
the issue. Subscribers to The Accident 
& Health Review will get copies free 
and the year’s subscription price is only 
$2. Single copies of the Survey Edition 
will be 25 cents, cash or stamps, with 
order. Address Accident & Health Re- 
view, A-1946 Insurance Exchange, Chi- 
cago. 








bid of two is anticipation of prospect's 
objections and agreement with him 
rather than argument. This is followed 
by forcing the lead to the close. 

“You can’t build a life insurance 
career on the book agent’s plan of giv- 
ing away the set of books for ‘advertis- 
ing purposes’ and then as an after- 
thought telling the prospect that they 
are his absolutely free but he will have to 
subscribe to a service to keep his books 
up to date that costs more than the 
books and the service combined could 
possibly be worth,” Mr. Youngman said. 


Urges Diplomacy 


Prospects don’t like to be told where 
to get off. It is more diplomatic to tell 
them a wholesome truth less pointedly. 
A way to get around objections is to beat 
the prospect to the punch. Common ob- 
jections can be met before they are 
raised. 

The National Association of Life Un- 
derwriters, with its 26,000 members, 
1,000 more than last year, is the second 
largest trade association in the country, 
O. Sam Cummings, general agent Kan- 
sas City Life, Dallas, and president Na- 
tional Association, said. The best kind 
of advertising is mouth-to-ear advertis- 
ing, he said. Every time a life agent has 
an interview he advertises the life insur- 
ance’ institution. Every presentation, 
even if delivered to a friend, is a cold 
canvass unless the prospect knows the 
fundamental facts about life insurance. 

Mr. Cummings outlined the national 
essay contest in connection with the An- 
nual Message, which he believes will be 
participated in by 250,000 children this 
season. This means that 500,000 mothers 
and fathers will be thinking and talking 
about life insurance, he said. 

A. A. Heald, Bankers of Des Moines, 
chairman sales congress committee, was 
introduced and introduced his subchair- 
men, H. B. Knaggs, New England Mu- 
tual, reception; F. J. Little, Massachu- 
setts Mutual, entertainment; J. H. Ken- 
nedy Equitable Society, registration, and 
R. W. Turner, Connecticut Mutual, at- 
tendance. 


Three Kinds of People Who 
Don’t Buy Insurance 


An agent who is very resourceful in 
some of his short cut methods states 
that he has found it effective in talking 
to a prospect who tends to balk to tell 
him that there are just three kinds of 
people who don’t buy insurance. The 
first are those who cannot get it, the 
next are those who cannot pay for it 
and the third are those who do not care 
for their future, dependents, their obli- 
gations or the business in which they 
are engaged. 
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Modern Selection Tests Are 
Worth While, Cummings Says 





DETROIT—The great problem in 
agency management is selection of 
agents, O. Sam Cummings, general 
agent Kansas City Life, Dallas, Tex., and 
president National Association of Life 
Underwriters, told the Associated Life 
General Agents & Managers of Detroit 
at a dinner meeting. President C. E. 
Purdy, Canada Life, presided. Mr. Cum- 

i spoke on “The Selection of 
Agents.” 

Sixteen years ago when he entered the 
business, Mr. Cummings said, it was the 
practice to take every agent possible, re- 
gardless of age, ability, intelligence or 
anything lese. Age is one of the funda- 
mental factors in selection, since a man 
must be old enough to command respect 
and confidence of clients, yet young 
enough thoroughly to adapt himself to 
the business. Marital status is also im- 
portant. A married man as a rule has 
had some personal experience with a 
family which should give him an insight 
a problems of men upon whom he 
calls. 


Education Essential 


Educational background is important 
too. Uneducated men have made good 
in the business, but they were the excep- 
tions. In selling life insurance agents 
deal mainly with fairly well educated 
people; they must be able to talk in- 
telligently with this type. Whether the 
prospective agent owns life insurance 
should be ascertained because if he does 
he will be more susceptible to the idea 
of insurance. 

“We knew all of the foregoing in the 
old days but we seldom adhered to a 
strict interpretation of these fundament- 
als,” Mr. Cummings said. “Then we 
had none of the scientific aids to selec- 
tion that we have today. Modern tech- 
nique of selection demands that a man 
must have certain aptitudes native to him 
that we cannot give him if he lacks 
them. It is our duty as general agents 
to advise men who do not have an apti- 
tude for the business to stay out of it 
and to encourage only those who have a 
chance to be successful.” 


Science Aids Judgment 


The technique of selection has devel- 
oped very rapidly, he said, particularly 
in the line of scientific aids to supple- 
ment personal judgment. The first step 
along this line was the rating chart. Mr. 
Cummings urged its use as a basic aid 
in selection work. This chart catalogs 
the background and experience of the 
prospect. 

“There are certain facts that we should 
know that the prospect cannot reveal to 
us in an interview,” he said. “I am more 
concerned with these facts than I am 
with the external facts revealed by the 
rating chart. I refer to the various psy- 
chological tests that have been devel- 
oped of late, based on the Otis intellig- 
ence test which has been given to 
30,000,000 Americans. 

“Our agents must meet people who 
have an average IQ rating of at least 
100, so it stands to reason that we would 
be making a mistake to put on an agent 
who does not test at least 100. There is 
no ‘open sesame’ in this business; we 
must get agents who can sell the type of 
business that will stay on our books. 

“Another important test is that for 
pérsonality. Personality, despite much 
belief to the contrary, is not related to 
intelligence. It is quite possible for a 





man to have an engaging personality and 
yet to have a low intelligence, and vice 
versa. In our business it is necessary to 
have both a good intelligence and an en- 
gaging personality. It cost me $426 for 
every new man I added to my agency 
last year, and I am not going to spend 
$426 unless the rating chart, intelligence 
and personality tests show that he has 
a good chance to become a valuable 
member of my staff. 

“If we can eliminate two-thirds of the 
applicants for connection with us 
through these tests, then we are saving 
ourselves a lot of time and expense, most 
of which would be wasted. We are sav- 
ing ourselves from attempting to de- 





velop. men who cannot grasp our ideas 
and put-them into effect profitably. The 
National association, through arrange- 
ment with Dr. Otis who developed these 
psychological tests and Dr. Verne Stew- 
ard, who adapted them to the life insur- 
ance business, offers these blanks at 5 
cents per set, which includes no royalties 
for either of these men. 


Other Elements Needed 


“Among the other things we can test 
with distinct advantage .to ourselves in 
selection are aggressiveness and nervous 
stability, both of which factors are im- 
portant in the making of a salesman. The 
former of these two has been used for 
20 years and the latter for 25 years, 
proving them by experience and long 
use, The underwriter should rank well 
above the average in aggressiveness in 
order to be successful. Every time I 
think I know more than the tests and 
take on a man who ranks below average 
in this factor, I find out my mistake 
sooner or later. 

“The stability tests have been given 
to 5,000,000 persons and will show 
whether your prospective agent has the 
guts to stay with the job or whether he 
will become discouraged too easily. 
There is no guesswork about it. In my 
agency we use the rating charts and all 
five of the psychological tests with ex- 
cellent results.” 





Set Minimum Number of Calls, 
Is Advice to Supervisors 





BROOKLYN-—Systems for acquiring 
new full-time men and for getting new 
‘brokerage business were described by H. 
S. Alexander, New York Life, and Ber- 
nard Haas, Mutual Life of New York, 
at the March meeting of the Brooklyn 
Supervisors Association, of which both 
men are members. 

Mr. Alexander said the supervisor 
should set himself a minimum number 
of calls each week with the specific aim 
of getting new full-time men. It is par- 
ticularly important when such a con- 
tact recommends a potential agent 
that the supervisor not be content with 
merely writing him a perfunctory note 
of thanks. Instead he should see him, 
thanking him in person. This is very 
much appreciated by the man making 
the suggestion, Mr. Alexander said. 


Why Supervisors Fail 


It is impossible to say why a super- 
visor succeeds, but it is possible to tell 
by observation what causes a supervisor 
to fail. It is a good practice to try find- 
ing out what causes these failures and 
then make the adjustment, he said. One 
of the most important causes of failure 
among supervisors is the same as among 
agents, failure to get out and see people. 





He has found it a paying proposition to 
get out of his car and walk from store to 
store. 

Mr. Haas, dealing with development of 
brokerage business, said he had found it 
helpful to classify brokers into four 
groups: (a) those good for about $120,- 
000 of business a year; (b) those who 
can be counted on for about $50,000; (c) 
those in the $20,000 class, and (d) less 
than $20,000. 


Supervisor’s Concern 


The first two groups should be the su- 
pervisor’s main concern. Those in the 
third group should be given time only 
when they call up or come around, 
though contact should be kept up by lit- 
erature and monthly bulletins. The 
fourth class is not worth bothering with 
except for literature once a month. Mr. 
Haas set himself a brokerage business 
quota of $1,000,000 for 1937 and suc- 
ceeded in getting $1,100,000. This year 
his company gave him a $1,500,000 quota. 
Through his system he has reason to be- 
lieve he is accurate in estimating that 
about $1,350,000 can be expected from 
existing brokerage contacts, leaving only 
$150,000 to be accounted for by new 
contacts. 





Recruiting Methods Told 





PITTSBURGH—Methods used in re- 
cruiting were outlined at the meeting of 
the Supervisors Club of the Pittsburgh 
Life Underwriters Association. 

E. L. Stanley, supervisor. in Pittsburgh 
for the Mutual Life of New York, said 
that in 1937 he interviewed 214 men and 
hired nine. Of the nine hired, seven 
appear to be good ones, with four of 
them potential field club members, he 
reported. He outlined three interviews 
which he gives the new man, each with 
an elimination test. The first elimina- 
tion is based on voice, manner, appear- 
ance and handshake. The applicant is 
given the Steward ‘aptitude -test and: is 
invited back at a definite time or told 
to get in touch with the agency at his 
convenience. The good men are given 
a definite appointment. 

In the second interview, as outlined 
by Mr. Stanley, the question of company 
and agency are discussed in detail. At 





this time he tries to answer the kind of 
questions he would ask if he were a 
new man applying for a job. 

In the third or final interview, the ap- 
plicant understands that there is no 
drawing account available and that he 
has been approved by the agency heads. 

Mr. Stanley feels that a good recruiter 
should sell renewals, tell the new man 
why he entered the business himself 
and sell the career idea. He feels it es- 
pecially important to know the attitude 
of the applicant’s wife and family, and 
tells the new man that he is willing to 
assume a personal responsibility for 
his success. 

Prospective agents he obtains by ask- 
ing for a “live, active man.’ Contacts 
are made with centers of influence, 
agents and their friends, medical ex- 
aminers, and people observed in the 
daily routine. 

The average supervisor is forced to 





leave the vital job of recruiting yng 
last because he cannot get out of fh 
office and free from petty details, G ¢ 
Coulson, supervisor in Pittsburgh fy 
the Connecticut Mutual Life, told mem. 
bers of the club. This problem is x 

in the Pittsburgh agency of his compan 
by dividing the function of manageme 
three ways, he said. F 


Definite Schedule Followed 


R. N. Waddell, general agent, has ¢ 
special job of building agency prestig 
and overseeing the operation of { 
agency. Supervisor V. S. Mollena 
has the responsibility for training 
salesmen. Mr. Coulson has the te 
sponsibility of recruiting and contacti 
brokers. Each man has a fixed weekh 
schedule calling for 3% days out of the 
office. Someone is always in the of 
fice while the other two are out. Mp 
Coulson has fixed a minimum number g 
men whom he must interview each 
month. By following this schedule the 
proper proportion of time is left 
for recruiting. 


Illinois Selling Conditions 
Improved, Steward Says 


Much has been done since Erne 
Palmer became insurance director 6 
Illinois to improve life insurance selli 
conditions in Chicago and Illinois ge 
erally, Dr. Verne Steward told the 
Agency Supervisors of Chicago at the 
March meeting, but there is still a long 
way to go before the life agents ther 
will come into their own, he said. Dr 
Steward noted that several years ago 
conditions in Illinois were very bad. He 
said at the state capitol in Springfield ht 
was told nine of the 11 barbers in th 
immediate vicinity of the capitol sol 
life insurance on the side. It is not 90 
easy to get an agency contract today, he 
said, with the modern qualification 

Life agencies can’t hold the men if 
the business unless they can be made f0 
pay for $75,000 their first year, he said 
Any agency management policy th 
cannot accomplish that is in dangerows 
shape. E 

Dr. Steward cited national figut 
showing that of each 100 agents a 
pointed only 45 survive the first yea 
and 10 the first five years. He said the 
objective of every agency must be if 
have 50 out of 100 at the end of the 
fifth year. He said many men who have 
been regarded as having failed have m 
failed but left of their own volition, 
Management was at fault. It is not sit 
cessful agency building to acquire agem 
only to lose them. 

R. Wienecke, Stewart, Keatoly 
Kessberger & Lederer agency, Om 
nental Assurance, the president, pie 
sided. " 


Fulton Address Managers 


James A. Fulton, president of 
Home Life, was the principal speasé 
at a meeting of the San Francisco US" 
eral Agents & Managers Associatidl 
He discussed agency problems and 
for meeting present day issues. 


Nell Is Named Supervisor | 
G. Max Nell, Jr., has been appomil 
supervisor of the Seth W. Ryan gem 


agency of the Penn Mutual Life in 0 
troit, succeeding W. H. Nichol 

who has gone to the home om 
preparation for taking a general agem? 
Mr. Nicholls had been supervisor ® i 
agency since 1932. Mr. Nell jom 
staff as an agent in October, 1936, © 
made an exceptional record in P&™™™ 
production. j 


ag 


Dr. T. C. Denny of Des Moines Te 
chairman of the emergency relief r 
istration and former vice-presidet 
agency head of the Central Life. 
city, is critically ill in a hospital Uy 
He has been laid up for some : 
He is afflicted with a severe ™ | 
complaint. 4 





